SIXTIETH YEAR OF CONTINUOUS SERVICE 


‘NSUR LAB, 
Vg 


ee ETE tenet wnt Te, CL =a TN rc 


it E SPECTATO 


AN AMERICAN WEEKLY REVIEW OF INSURANCE 























G 





ee ee ee 
a 


CTT 


PO 











Four Dollars Yearly 


Vetume S New York and Chicago, Thursday, December 29, 1927 Single Copies 25 Cents 




















We have something to offer in the way Provident Mutual 
of a general agency that is very attractive pane Company oon ag 


to find with an old, conservative life com- 





Since premiums were much reduced January lI, 
: 1927 the average premium per policy has been 
vestigate. All communications confidential. increased owing to a larger average policy. 


pany. It will pay anyone interested to in- 





The new dividend scale, in effect January 1, 

1928, shows on the average a greatly reduced 
TATOR ’ 

Address Box 54, Tue Spectator, cost to the policyholder, which should enable 

135 William Street, New York. the Provident agent still further to increase 

his production and the size of the policy sold. 
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GO AFTER THE OTHER FOUR 


The National Bureau estimate advertises the startling 


THE UNUSUAL PROGRESS fact that only one in five of this country’s 22,000,000 
OF THIS COMPANY, Is autos are insured. 
PERHAPS, THE BEST YOUR FIELD RIPER THAN EVER! 


RECOMMENDATION OF REAP IN 1927 


Vy. 
THE CALIBRE OF SER “The 25,000 fatal accidents in 1926 
ICE IT NDERS. pave a way for those with insurance 


protection to sell. 
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“These automobile fatalities are so 
many tragic warnings; while the les- 
sons taught in the hundreds of thou- 
sands of injuries which occur every 
year, keep educating the public in 


THE EQUITABLE SURETY their insurance need.” 
COMPANY 


HAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mgr. CASUALTY INSURANCE—BONDS 
Court Square Building 150 William Street 


2 Lafayette St. New York City NEW YORK CITY 
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A NEW INTERVIEW WITH 
AN OLD POLICYHOLDER 


S Soares old policyholder will be in- 
terested in the Life Insurance 
Trust. It is a new discussion of the 
subject most vital to him—his fam- 
ily. It reopens the whole question 
of adequate protection. It shows the 
necessity for more insurance. As a 
preliminary to the interview or as a 
result of it, consultation and confer- 

ence with the Trust Department of 

this bank on all phases of the Life 
Insurance Trust are available to 
underwriters. 








National Bank of Commerce 
in New York 


TRUST DEPARTMENT 





















A SPECIMEN COPY 


of our 


PREFERRED WHOLE LIFE POLICY 


will be sent to any one requesting it. 


This policy which has met with such instant suc- 
cess since its introduction on November Ist is issued 
in amounts of not less than $5,000 to risks distinctly 
above the average of those entitled to standard 
insurance. This super-standard or preferred group 
is given through a reduced cost for their insurance 
the benefit of the fact that they are better risks than 
the average. 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; age 45—$323.90 


Subject to reduction by Dividends 
On Agency matters address 


JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway New York City 

















A BRIGHT NEW YEAR 


The old year has been good to us. It brought to 
The Lincoln National Life the unexcelled record of 
attaining more than 500 MILLION dollars of insur- 
ance in force in our twenty-second year. A substan- 
tial gain in insurance in force will be shown for the 
year 1927. 


The New Year promises a continuation of this 
growth. The Lincoln National Life will carry on its 
aggressive princigles of issuing low cost guaranteed 
insurance to a wide range of prospects and of close 
cooperation with the field force. 


The Lincoln National Life 


Insurance Co. 











‘Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $500,000,000 in Force 























ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point 
of company and service. Think it over: 


ie Wa GO a Fo oS oes a ve ekcaes 5,000 
Any accidental death .................... \ 10,000 
Certain accidental death ................. 15,000 


Accident Benefits $50 per WEEK (non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the 
hands of a progressive agent and we invite you to 
give serious consideration to the United Life 
“Policy You Can Sell.” 


There may be an opportunity in your town. Our 
Vice President, Eugene E. Reed, will tell you all 
about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord, 
New Hampshire INQUIRE! 
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Tue Spectator, established in 1868, is a weekl/ 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
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THE FORCE OF GOOD EXAMPLE 
HE force of a good example cannot 
be denied. It is the spirit of emula- 

tion which gives the spur to progress and 
lends stability to commercial and indus- 
trial enterprise. An individual often pur- 
chases an auotmobile because he sees his 
neighbor do likewise and because he thus 
visualizes the dual uses of pleasure and 
utility to which the vehicle can be put. A 
firm adopts certain business practices 
after seeing them successfully employed 
by others. Good example and good ad- 
vice run hand in hand. This is particularly 
true when applied to life insurance. 

Agents and company men alike point 

to the widow who receives a monthly in- 
come from life insurance through her 
husband’s foresight as an example which 
should persuade prospective policyhold- 
ers to make similar provision for their 
dependents. In fact, it might truly be said 


that good example and good advice are 


the twin pillars upholding the life insur- 
ance sales argument. Bearing this in 
mind, THE SpEcTATOR, with its issue of 
September 29, 1927, published its Promi- 
nent Patrons of Life Insurance Number, 
giving the names of some 13,000 persons 
who carry $50,000 or more of life insur- 
ance. Letters from many of these policy- 
holders were included in that issue, to- 
gether with opinions of the Presidents of 
the United States as to the value of life 
indemnity. 

In order to make the Prominent Pa- 
trons of Life Insurance Number of THE 
SPECTATOR as accurate as possible, letters 
were sent to those listed and they were 


given the opportunity to correct the 
amount of life insurance they carried or 
express the wish that their names be with- 
held. A written negation of the right to 
print any name was of course respected. 
It is worth noting here that only four or 
five persons per thousand asked that their 
names be withdrawn from the list. 

Following the publication of the Prom- 
inent Patrons of Life Insurance Number, 
some individuals in the insurance busi- 
ness and a very few outside, either 
through jealousy at the success of that 
issue or through the acceptance of a nar- 
row viewpoint not compatible with the 
broad beneficence of life insurance, criti- 
cised the publicity so obtained. It is re- 
markable that the real leaders of the 
nation, such as the President of the 
United States and the members of his 
cabinet, and the outstanding captains of 
industry and commerce have not hesitated 
to tell THE SpecTAToR about the life in- 
surance they carry and to endorse life 
insurance in general as a dominant factor 
in the nation’s financial and economic 
stability. A noteworthy fact in this con- 
nection is that the late John Wanamker, 
who carried more life insurance than any 
other man in the world, not only approved 
the publication of his name and the 
amount of his life insurance, but wrote 
a letter to THE Specrator which was 
widely published and in which he Said: 

You have my permission to publish my talk 
with your representative upon the subject of life 
insurance, which appeared in the Anniversary 
Number of Tue Spectator, and I shall be glad 
if the circulation of it should influence others 
to avail themselves of the benefits of life insur- 
ance, 

The foregoing expresses the attitude 
of a right-thinking man whose ability and 
sound business judgment built up one of 
the greatest enterprises of the twentieth 
century. Agents who use the Prominent 
Patrons of Life Insurance Number of 
THE SPECTATOR as a mean of inducing 
prospects to take out adequate amounts 
of life insurance perform a public bene- 
faction. It is too bad that there are always 
a few objectors to every enterprise cal- 
culated to better the lot of mankind in 
general, and it is a good thing for insur- 
ance that there are insurance publishers 
willing to invest time, capital and effort 
in material which undoubtedly national- 
izes the thrift appeal of life insurance 
and makes the work of the agent less 
arduous and ‘more profitable. 
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ANIY of the time honored theories 
1 concerning the waste of money re- 
sulting in old age dependency seem to 
be going by the board. At the recent 
meeting of the Association of Life Insur- 
ance Presidents Henry Abels, vice-presi- 
dent of the Franklin Life Insurance Com- 
pany, considerably undermined the popu- 
lar idea that the lump sum insurance funds 
are dissipated within a few years. Now, 
as a result of a study of old age de- 
pendency, conducted by the Industrial 
Welfare Department of the National 
Civic Federation, Edmund S. Cogswell, 


director of research, concludes: 

While a considerable proportion of those 
within the survey age are obliged to rely upon 
others, usually within the family circle, for their 
maintenance, the majority are not dependent, 
but have either earnings, property holdings, or 
funds sufficient to provide for themselves at 
least for some years. Some means in the form 
of real estate or personal property are possessed 
by 70 per cent, while nearly half of those with 
no property have incomes from earnings or pen- 
sions. 

More property owners were found among 
married men and women than among either 
single or widowed men and women. Widowed 
women, as a group, own less property than 
either single women or widowed men. Widow- 
hood was found to be an important cause of 
dependency. 

Long service with their present employers was 
noted among large numbers of men now em- 
ployed in industry and commerce. Of 2,154 re- 
porting on this point, 39 per cent said they had 
been with the same employers for twenty-five 
years or more and 25 per cent for thirty-five 
years or more. This creditable feature appeared 
to be characteristic in most of the cities. 


Four Win Medals in Fire Prevention 
Contest 

Four little girls in the Anaheim, California 
Grade Schools won a Gold Medal for their 
essay “How the Principles of Fire Prevention 
Have Been Applied in My Own Home.” The 
winners were Hortense Higuera, Jane Schaffer, 
Jessie Fallis and Maryellen Lewis. Second and 
third prizes of $5.00 and $2.50 were awarded 
to Pauline Hitrz, Edna MacBride, Margaret 
Jackson, Frances Hunt, Mary Ellen Truxaw, 
Jean Sieghold, Wilber Sweeters and Catherine 
McIntyre. 

The contest was the feature of a Fire Pre- 
vention Week program planned by George W. 
Reid of the Chamber of Commerce. Medals 
were offered by Hargrove & Fowler, agents of 
the Hartford Fire Insurance Company. 

More than 600 ppils in the 5th, 6th, 7th and 
8th grades entered the contest. At the sugges- 
tion of Superintendent of Schools, Melbourne 
A. Gauer, the 5th and 6th grades were grouped 
in one class writing a 300 word essay, those in 
the 7th and 8th grades in another writing a 
500 word essay. 
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Louisville, Kentucky. 


Name__ 


MR. CAREY G. ARNETT, President, 


Inter-Southern Life Insurance Company, 


I would like to receive a copy of your book ‘‘Measuring 
The Ideal Life Insurance Connection”. 








Company 
Address_ 











AND OBTAIN IN BOOK 
FORM REPRINTS OF ALL 
THE “TOM WISE” LIFE 

INSURANCE ADVERTISEMENTS 


wane the first part of this year a series 
of life insurance advertisements written 
around the central character of Tom Wise 
have appeared over our name in this 
publication. The last advertisement in 
the series has been published. To those 
who have found interest in the messages 
we announce the publication of a book 
containing a full size reproduction of 
each advertisement. We will be ready 
shortly to distribute this book. Upon 
receipt of the attached coupon, or a re- 
quest on your letterhead, a copy will be 
forwarded to you with our compliments. 


So many of our insurance friends have 
told us of following Tom Wise in his 
month-to-month analysis of the qualities 
of an ideal life insurance company, that 
we are sure they will like to review this 
page-to-page collection of his findings. 
Publishers and advertising men, also, have 


commented so favorably upon the writing 4- 


and illustrating of the series that we feel 
they will like to have it for reference in 
permanent form. 

To these, and others who are interested, 
a copy will be gladly sent. Mail the above 
coupon now. 
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_INTER-SOUTHERN LIFE INSURANCE CO. 


CAREY G. ARNETT, ‘President 


Capital, Surplus and Reserve for ‘the Protection of Policyholder’ 


Home Offices, Louisville, Ky. 


$13,563,462.04 
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HEADS GUARDIAN AGENTS 





James A. McLain Made Superinten- 
dent of Agencies 





TRAINED UNDER T. LOUIS HANSEN 





Frank F. Weidenborner, Jr., Made As- 
sistant—Curtis Robertson Becomes 
Assistant Secretary 


James A. McLain, inspector of agencies of 
the Guardian Life Insurance Company of Amer- 
ica, has been appointed superintendent of agen- 
cies by the board of directors of the company. 
This promotion places Mr. McLain definitely at 
the head of the company’s agency force, a posi- 








JaMEs A. McLain 


tion vacant since the death of the T. Louis 
Hansen, vice-president. Other appointments 
announced are: Frank F. Weidenborner, Jr., 
assistant superintendent of agencies; and Curtis 
Robertson, assistant secretary. All the new 
appointments are effective January 1. 

Mr. McLain was born in Ohio and took 
engineering courses at Urbana University and 
Case School of Applied Science. After finish- 
ing college Mr. McLain went to Minneapolis 
where he joined the Warren M. Horner Agency. 
For four and one-half years he sold insurance 
and, following army service, returned to Min- 
neapolis and acted as Mr. Horner’s assistant 
in handling his agency and large personal clien- 
tele. 

When the life insurance school at Carnegie 
Institute of Technology was announced, Mr. 
McLain enrolled in the first class and follow- 
ing graduation joined the Guardian’s home of- 





fice staff in January, 1920, as agency assistant. 
His work for the Guardian brought him into 
intimate contact with T. Louis Hansen, then 
the company’s vice-president, from 1920 until 
Mr. Hansen’s death in August. Mr. McLain 
had the benefit of Mr. Hansen’s unusual agency 
experience so that he is well-grounded in agency 
problems from the home office angle. In 1924, 
Mr. McLain was made assistant superintendent 
of agencies; in 1925, inspector of agencies; and 
his latest promotion places him officially at the 
head of the field force of the Guardian. His 
selection would seem to indicate that the pro- 
gressive agency policy pursued by the Guardian 
in recent years, which has resulted in the 
company doubling its annual production of new 
business within the last four years, will be 
continued, without change. 

Mr. Weidenborner was born in St. Paul, 
Minn., and took his college work at the Univer- 
sity of Michigan. Engaged in selling, Mr. 
Weidenborner became interested in life insur- 
ance in January, 1919. He was in the field (ex- 
cept for the time spent at Carnegie Tech., where 
he graduated from the third school in 1920) 
until September of 1924, when he became agency 
assistant at the home office of the Guardian. 
His appointment as an officer of the company is 
a.well deserved promotion, and it is interesting 
to note that both agency officials of the Guar- 
dian have come up from the ranks, with practi- 
cal selling and agency experience to assist them 
in the performance of home office duties. 

Mr. Robertson is a native of New York city, 
where he attended public schools and graduated 
from Erasmus Hall High School. Thereafter 
he obtained a Bachelor of Arts Degree at Co- 
lumbia, and a degree of Bachelor of Laws at 
Cornell University. Mr. Robertson entered the 
Guardian’s employ in 1920. He was admitted 
as a member of the New York State Bar in 
1925, and that year became assistant to the 
secretary, with particular reference to legal mat- 
ters pertaining to insurance. His ability along 
this line merited the new appointment as assist- 
ant secretar} 


H. C. Hintzpeter Honored 

Curcaco, Itt., December 27—Employees and 
agents of the Herman C. Hintzpeter agency 
of the Mutual Life of New York presented 
Mr. Hintzpeter with a huge loving cup at a 
banquet here last week in recognition of his 
leadership in causing the agency to pay for 
over $20,000,000 of business this year. A two- 
day conference and school preceded the banquet. 
Henry R. Rathbone, Congressman-at-large, was 
the banquet speaker. 


C. W. Brandon in Florida 
C. W. Brandon, president of the Columbus 
Mutual Life Insurance Company of Columbus, 
Ohio, is in Florida where the company has been 
expanding its operations during recent years. 
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ANNOUNCES HUGE 
DIVIDENDS 


Prudential Will Distribute 
$41,667,000 


REFLECTS FAVORABLE EXPERIENCE 
President Edward D. Duffield Anxious to 
Furnish Protection at Lowest Cost 
Consistent With Safety 


Dividends of $41,667,000—the largest sum 
ever paid to policyholders by any industrial life 
insurance company in any single year—will be 
distributed by the Prudential Insurance Com- 
pany of America during 1928. 

This sum, which is approximately $10,000,- 
000 above that allocated for industrial dividends 
during the year 1927 by the same company, is 
also millions in excess of the dividends declared 
by any other company issuing industrial poli- 
cies. 

Edward D. Duffield, president of the Pruden- 
tial, commenting to-day on this unprecedented 
distribution, said: 

“Not only does this disbursement for 1928 
reflect the extremely favorable experience the 
Prudential has had during 1927, but it goes 
further and serves as an example of this com- 
pany’s avowed purpose—to furnish protection 
at the lowest cost consistent with safety.” 


NEW GENERAL AGENCY 
National of Vermont Makes New York 
Appointment 

Announcement has been made by the Na- 
tional Life Insurance Company, of Montpelier, 
Vt., of the appointment of Edgar T. Wells as 
general agent in New York, succeeding Albert 
H. Gseller, who has served the company for 
forty-five years in various capacities. Mr. 
Gseller desired to be relieved of agency devel- 
opment responsibility. Mr. Wells will have as- 
sociated with him in his important work. Wil- 
liam H. Meissel and P. A. Peyser. 

Mr. Wells needs no introduction to under- 
writing circles in New York as he has been 
active in life insurance for twenty-three years 
and for a number of years past has been assist- 
ant manager of the L. A. Cerf Agency of the 
Mutual Benefit -Life Insurance Company. 
Messrs. Meissel and Peyser also bring to the 
National successful records as life underwriters 
in Greater New York... We thus assure you that 
your interests in old or new insurance will be 
in competent hands and that the service to our 
policyholders will be maintained at a high stand- 
ard. Mr. Gseller will remain with the agency 
with the title of manager and will devote him- 
self to personal service to policyholders. 

The general agency office will be removed 
from the Singer Building to larger quarters, 
located on the sixth floor at 117 Liberty street. 
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WRITES ON LIFE 
INSURANCE GROWTH 


Editor of Franklin Star Impressed by 
Progress 


QUOTES W. T. NASH 





\ 





Cites Old-Fashioned Prejudices and Com- 
pares With Present Esteem in Which 
Life Insurance Is Held 
The editorial writer of the Franklin Star, 
of Franklin, Ind., in its issue of December 17, 
sets forth in a lengthy editorial a number of 
salient facts about the growth of life insurance. 
Using an address of William T. Nash, well- 
known writer on the staff of THE SpectTaTor, 
before the Franklin Rotary Club as a basis for 

his article, the writer says: 


Very few lines of business have had a greater 
growth during the past half century than the 
business of life insurance. Starting in a pe- 
riod when there was a general sentiment of 
doubt and distrust, the life insurance mission- 
aries, the humble agents, have been preaching 
the gospel of their calling so effectively that the 
amount of life insurance in the United States 
has grown from one and two-thirds of a bil- 
lion in 1880 to more than eighty billions in 1927. 

William T. Nash, well-known insurance 
writer of Franklin, recently presented some 
very interesting and almost startling figures 
in an address before the Franklin Rotary Club 
which will illustrate how sentiment has changed 
toward life insurance. A half century ago, and 
even within the past thirty years, there were 
many persons who argued that the buyer of 
life insurance was irreligious; that the will 
of God should not be thwarted by “gambling 
on life’s span.” There were instances where 
relatives refused to accept the payments of poli- 
cies at the death of some dear one, claiming 
that insurance money was “blood money.” 


In certain sections of the country, the buyer 
of life insurance felt that it was necessary to 
surround such an act with the utmost secrecy, 
for he realized the prejudice against insurance 
among his neighbors and friends. Men have 
been known to be expelled from a church for 
buying insurance. 

After the prejudices concerning the ethical 
feature of life insurance were broken down, the 
life insurance missionaries were then con- 
fronted with the argument that buying insur- 
ance was “poor business.” Many of our fore- 
fathers held that they could take the same 
amount of money paid for insurance premiums 
and make more money from these amounts than 
they would receive from the insurance com- 
pany in the case of a term policy. This argu- 
ment could easily be broken down by the state- 
ment that this might be so, but suppose the 
prospect should die at the end of the first year. 
Or suppose he failed to make the-yearly in- 
vestments that would be the equivalent of the 
yearly premiums. 

Fighting their battles through the years, the 
representatives of America’s great companies 
have finally won a victory and at the present 
time the man who opposes insurance for any 
reason is almost as rare as the Dodo bird or 
the ivory-billed woodpecker. 

The changed sentiment can be illustrated in 
no better way than to quote from the figures 
on insurance in force. In 1890 the amount in 


force was four and one-half billion; in 1890 it 
had risen to nine billion; in 1910 the amount 
was seventeen and one-quarter billions; in 1920 
the total was forty-five billions, and in 1927 it 
has jumped to more than eighty billions. At the 
present rate of growth, the total in 1930 should 
be around a hundred billion dollars. 


Practically three-fourths of the life insurance 
of the entire world is carried by the people of 
the United States. This is the finest endorse- 
ment that can be given American sentiment. It 
reflects in a wonderful way the desire of the 
heads of families to provide for their depend- 
ents. A nation of individuals that cares not a 
whit what may occur to loved ones after they 
are gone, would be a mighty poor nation in- 
deed. 

The religion of the man who has hopes that 
he might walk through the pearly gates while 
at the same time he permits the members of his 
family to enter the gates of an alms house is 
not the sort of religion that appeals to men who 
have been trained in the school of personal re- 
sponsibility. 

So while the army of intelligent and hard- 
working insurance salesmen may well take 
pride in the wonderful growth of their business 
during the past few years, individual citizens, 


interested in insurance only from the standpoint 
of the purchaser, may also feel a glow of satis- 
faction in the results. Too much credit cannot 
be given, however, to the humble agents of the 
past half century who have done such effective 
missionary work as to make the pathway of 
the salesman of to-day a highway strewn with 
roses when compared to the road traveled by 
the agent of a half century ago. 





Joins Columbus Mutual 

Irving S. Hoffman, formerly vice-president 
of the Ohio State Life Insurance Company, 
who for several years was located in Califor- 
nia, has joined the forces of the Columbus Mu- 
tual Life Insurance Company. Another re- 
cruit to the Columbus Mutual forces is Jack 
Goodwin of Chicago, Ill. 
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What Three Men Did 
in One Month 


We have just closed the most successful Policy- 
holders’ Service Campaign in our sixty years of 
history, and we are so elated over it that we are going 
to tell you confidentially of the outstanding achieve- 
ments of three Union Central representatives. 


LOUIS M. GOLDBERG, of our Detroit Agency, 
canvassed 315 old policyholders during the campaign 
and wrote 5 applications for $518,000 of new insur- 


C. A. LEAVITT, of Chattanooga, Tenn., called on 
639 policyholders and wrote 84 applications for $108,- 


CHARLES A. BLATCHLEY, of New York, called 
on 273 policyholders and wrote 35 applications for 


The Union Central Agency Force, in the course of 
a concerted campaign of real service to policyholders, 
wrote $24,500,000 of applications, the greatest amount 
of submitted business of any October in the Com- 


The Union Central Life 


CINCINNATI, O. 


Company 


JOHN D. SAGE 
President 
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GETS STATE MUTUAL 
Frank W. Pennell Succeeds C. W. Ander- 
son & Son 

Frank W. Pennell has been appointed gen- 
eral agent in New York for the State Mutual 
Life Insurance Company, of Worcester, Mass., 
succeeding C. W. Anderson & Son. Mr. Pen- 
nell has been a life insurance agent since 1919, 
previous to which time he was engaged in in- 
surance journalism. He represented the Na- 
tional Underwriter in New York and later be- 
came head of the literary department of the 
Mutual Life Insurance Company. 

Mr. Pennell has been a large personal pro- 
ducer for a number of years, he having writ- 
ten over $2,000,000 in the past year. He has 
a wide reputation as a speaker and has been 
in demand because his business consists prin- 
cipally of small policies, which makes his talk 
doubly interesting to the average agent. Re- 
cently Mr. Pennell has been connected with the 
Life Insurance Associates, a group of independ- 
ent agents. 

R. C. Anderson, the active head of the C. W. 
Anderson & Son agency for a number of years, 
will continue to represent the State Mutual, 
confining his attention to personal business. 





Benjamin Winter Takes Out Record 
Insurance 

Benjamin Winter, one of New York’s fore- 
most real estate operators, has just taken out 
$750,000 additional life insurance, which in- 
creases his total life insurance 
$3,100,000. 

Announcement of Mr. Winter’s additional in- 
surance, which makes him one of the most heay- 
ily insured men in the real estate profession, 
was made yesterday. 

Mr. Winter is insured with the New York 
Life Insurance Company for over one million 
dollars. He holds the largest amount of life 
insurance issued direct by that company on any 
individual. 

Morris Weil, agents’ counselor for the New 
York Life Insurance Company, supervised the 
issuance of the $750,000 policy, which was taken 
out through the AEtna Life Insurance Company, 
Travelers Insurance Company, Connecticut Gen- 
eral Life Insurance Company and the Union 
Central Life Insurance Company. 


to over 


Metropolitan’s Comprehensive Group 
Program 

The Metropolitan Life Insurance Company 
will install on January 1 for the benefit of all 
of its home office employees of six months’ 
Standing the most comprehensive group insur- 
ance program ever put in force, Haley Fiske, 
President of the company, has announced. The 
program, Mr. Fiske said, will indemnify to a 
very large extent, employees and their depend- 
ents against loss of earning power through 
death, sickness, accident and old age, and has 
been worked out only after a year’s careful 
study of the situation. 

Under the provisions. of the plan, 13-100 
workers in New York city, Long Island City, 
Bronxville and Mt. McGregor, N. Y.; San 
Francisco, Ottawa, Canada, and London, Eng- 


TAKE GENERAL AGENCIES 





Johnson & Higgins Establish Connec- 
tions With Prudential and Home 
Life 





WILL MAINTAIN BROKERAGE 
CONNECTION 





Gerald A. Eubank Gives Reasons for Un- 
usual Move 

Following the recent announcement of the 
extension of their activities into the field of life 
insurance, Henry W. Lowe, vice-president of 
Johnson & Higgins, announced last week that 
general agency connections had been made with 
the Prudential Insurance Company of America 
and the Home Life Insurance Company, of 


New York. In making the announcement Mr. ° 


Lowe said: 

We feel that we can more efficiently serve 
our clients, in many instances, by having con- 
tracts direct with home offices, rather than by 
dealing through an intermediate agency. Not 
only can we thus enlarge our facilities to our 
own clients, but our well-trained life insur- 
ance organization can offer co-operation of a 
helpful and intelligent nature to many independ- 
ent brokers and agents placing surplus business 
who might favor us with the privilege of han- 
dling their life business in our capacity as gen- 
eral agents for the companies mentioned. 

This does not mean that we will give up 
our identity as general brokers. We shall, when 
placing large lines for our own clientele, make 
use of the facilities offered by the local agen- 
cies of many of the leading life companies. 

Mr. Lowe referred all inquiries made in con- 


nection with the announcement and in regard 
to the future activities of the life insurance 
department of Johnson & Higgins to Gerald 
A. Eubank, manager of that department. 
Referring to the two general agency con- 
nections announced, Mr. Eubank said: 


The Prudential is, of course, one of the giants 
of American life insurance. It is probably bet- 
ter known to the general public than any other 
life company. It has facilities for the accept- 
ance of large lines. It issues group insurance 
on a broad and liberal basis. The modified hfe 
policy which it issues has a strong appeal to 
many buyers. All these things make it fit 
particularly well into our scheme of things. 

The Home Life is specializing on the larger 
individual risks through its preferred life plan. 
This plan will commend itself to the group of 
substantial business men who buy life insurance 
in large volume and who make up such a pre- 
ponderant part of the clientele of Johnson & 
Higgins. Moreover, the Home Life, with its 
splendid standing and record of sixty-seven 
years of sound and conservative progress, is a 
type of company we are glad to commend to 
our patrons. 








land, will be eligible to receive, according to 
salary classification : 

Life insurance ranging from $1000 to $10,000. 

Temporary disability benefits of approxi- 
mately two-thirds of the employee’s salary. 

Total and permanent disability benefits rang- 
ing from $50 a month up. 

Life annuities to be paid on retirement from 
service for age, ranging from $21 a year up 
for each year of service. 

Substantial allowances for hospital and oper- 
ation expense. 





NYLIC INCENTIVES and AIDS TO SUCCESS 



















The Bulletin 


MONDAY MORNING! 


For over 35 years, Monday has been Bul- 
letin Day among Nylic Agents every- 
where, the mailing of the Bulletin being 
timed to reach every agent from Maine 
to California, from Canada to the Gulf 


of Mexico, on Monday morning. 








I A punctual start for the week means so 

much! A fresh, constructive idea, or an 
old one in a new dress, helps to begin 
Monday's work promptly, and to carry on 
through another six-days with energy and 
enthusiasm. 


Every Monday morning Nylic Home Of- 
fice renews its contact with the agent 
through the Bulletin, which carries some 
helpful message derived from practical 
experience, forcefully and attractively ex- 
pressed: 


A Word of Inspiration. 

A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 

A Record of Some Fellow - Agent's 
Success. 


gq The cumulative effect of these weekly 

Messages from Nylic Officers, who “talk 
the same language’ as the agent, is stimu- 
lating to the individual and to the collec- 
tive body of agents. 


The Bulletin has become an_ institution. 
Life-insurance-wise it is, for Nylic men, 
what his daily paper is to the business 
man: he “couldn't begin the day right 


without it.” 





“Is it any wonder that, measured by 
usual standards, Nylic agents. are 
industrious, persistent, satisfied 

happy?” 


and 











New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 


NEW YORK LIFE INSURANCE 
COMPANY 
346 Broadway, New York 
Darwin P. Kingsley, President 
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LETTER ON LAPSE REDUCTION 
William Montgomery Addresses Life Com- 
pany Executives 

An effort to inaugurate a general campaign 
against lapses in which all the life insurance 
companies would participate is being started by 
William Montgomery, president of the Acacia 
Mutual Life of Washington, D. C., in a letter 
sent to the presidents of the companies. Calling 
attention to the great waste both to the compa- 
nies and to the public through lapsation, Mr. 
Montgomery continued by saying:: 

Every company is, I believe, trying to elimi- 
nate this waste as far as possible, but no com- 
pany seems to have been wonderfully successful 
in the endeavor. Without preface, I suggest 
that all of the companies unite in a national 
campaign to cure, as far as possible, this evil; 
that some slogan be adopted for every company 
to carry on its literature, stationery, and ad- 
vertising, that will educate the public to appre- 
ciate the loss they suffer through lapsed poli- 
cies and urge them not to lapse their policy in 
any company; also, that we make it more ob- 
ligatory than ever upon our agents to never 
suggest or encourage a japse in any company, 
but to prevent it by every means in their power. 
“The success of each helps all”; every com- 
pany, big and little, will I believe, be benefited 
by such a campaign, and its benefit to the pub- 
lic would be beyond question. 


ACTIONS AGAINST W. A. FRASER 
Three Members of Woodmen of the World 
Seek to Restrain Globe Life 

Two suits seeking to restrain the activities 
of the Globe Life Insurance Company, recently 
organized in Delaware by W. A. Fraser, su- 
preme commander of the Woodmen of the 
World and associates in that fraternal order, 
have been filed in Lincoln, Neb. W. B. Price, 
a former officer of the order, and two other 
members, are seeking to restrain the officers 
of the Globe Life from operating with Wood- 
men funds. The second suit would compel an- 
nulment of a series of deeds and mortgages 
through which the title of the home office 
building in Omaha of the Woodmen was trans- 
ferred to the Woodmen Building Company. Mr. 
Price changed that the price made in the trans- 
fer was inadequate and brought personal profit 
to Mr. Fraser and his fellow officers. 

In the first named suit charges were made 
that Mr. Fraser, having failed to secure per- 
mission to organize the Globe Life in Nebraska, 
went to Delaware to carry out their plans, and 
put $2,000,000 of Woodmen funds into the com- 
pany, investing only a small sum themselves. 
Mr. Price claims that the extinction of the fra- 
ternal is the ultimate aim of Mr. Fraser. 

In response to inquiry, Mr. Fraser informs 
THE SpEcTATOR that while he has not seen the 
papers in the latest suit, he supposes it is like 
the other suits filed by Mr. Price “without 
merit or justification.” 


Atlantic Life Insurance Company’s New 
Rates 

The Atlantic Life Insurance Company of 
Richmond, Va., effective January 1, 1928, re- 
duced its premium rate for the non-participating 
ordinary life and 20-payment life plants. The 
decrease in rates begins at age 37 in the case of 
ordinary life. 


METROPOLITAN’S 
INDUSTRIAL DIVIDEND 


Sum Exceeds AIl Previous Distribu- 
tion by Over $10,000,000 








SEVERAL SPECIAL CONCESSIONS 





Example Given of Present Benefits in Cer- 
tain Special Cases 

The largest dividend ever declared on its in- 
dustrial business will be paid to policyholders 
of the Metropolitan Life Insurance Company 
in 1928 subject to the approval of the State 
Superintendent of Insurance, Haley Fiske, pres- 
ident of the company, has announced. The 
amount declared is about $33,400,000, as against 
$22,000,000 for 1927 and $16,500,000 for 1926. 
All holders of industrial policies issued prior 
to 1924 will share in the apportionment. 

While policyholders will receive the bulk of 
the declaration in the form of premium credits, 
a feature of the current dividend schedule is 
the creation of mortuary and maturity equaliza- 
tion dividends, by which the present-day bene- 
fits of industrial policies are made retroactive 
to include policies of similar class but issued 
under earlier tables that provided lesser bene- 
fits. This dividend applies to cases where death 
or maturity as an endowment occurs in 1928, but 
is not promised for subsequent years. In cer- 
tain instances of policies of long duration, these 
equalization dividends, together with the pre- 
mium credits and regular mortuary dividends 
under the present declaration, will afford, ap- 
proximately, twice the original benefit for one- 
half of the original premium. This situation 
constitutes a striking illustration of the reduc- 
tion that has been effected by the Metropolitan 
in the net cost of industrial insurance during 
the last twenty or twenty-five years. 

Another departure is the blanket guarantee 
that all whole life policies issued prior to 1907 
—on which the holders originally agreed to pay 
for life—will become’ fully paid up at age 75. 
For some time this concession has been made 
annually to cover policyholders attaining age 
75 during the specific year; now it has been 
broadened to make it all-inclusive. 

Regular mortuary and maturity dividends are 
continued on the same scale as a year ago, but 
the dividend additions on policies fully paid- 
up have been increased from 1 to 1% per cent. 

Including the 1928 declaration, the Metropoli- 
tan will have paid or credited to industrial pol- 
icyholders more than $194,000,000 in dividends 
and bonuses in thirty-two years. 

The Metropolitan has given an interesting 
illustration of how the present industrial divi- 
dend policy for the year 1928 may work out in 
exceptional cases. 

A policyholder was insured in 1880 at age 
2, premium 5 cents. The face of his policy 
is $123. If he dies in 1928, the amount pay- 
able will be the retroactive benefit, i.e., $212, 
plus a mortuary dividend of 24 per cent on $123, 
or $29.52, making a total death benefit of $241.- 
52. The premium credit dividend is of course 
26 weeks. Hence, we have the interesting sit- 
uation that the premium called for by the pol- 


Io 


CHARLES A. PEABODY DINED 

President David F. Houston and Officers 

of Mutual Life Honor Retiring Official 

Charles A. Peabody, who retired from the 
presidency of the Mutual Life Insurance Com- 
pany of New York last August, was guest of 
honor at an informal dinner given last Friday 
in the University Club in New York by the of- 
ficial staff of the Mutual Life Insurance Com- 
pany, President Houston, his successor, and 
Harry B. Thayer, Charles S. Brown and Joseph 
S. Auerbach of the company’s board of trustees 
were also present. At this dinner Mr. Peabody 
was recipient of a silver-framed clock pre- 
sented to him as a token of esteem and respect. 
Mr. Peabody expressed his pleasure in meet- 
ing with his friends and associates of the last 
twenty-one years, referred to his pride in the 
great company he had served and to his hopes 
for it, and in appropriate and graceful phrase 
accepted the gift and feelingly told of his 
pleasure and satisfaction in the friendships of 
which the clock was a sign and a reminder. 

President Houston, though in office for some 
months, has as yet announced no new policies. 
He is said to be studying closely several phases 
of the business with .particular reference to 
lapsation. According to reports, Mr. Houston 
is particularly desirous of raising the agency 
standard, and thus selling life insurance thor- 
oughly, rather than pressing for volume through 
high-pressure methods with a consequential 
high lapse ratio. The company is expected to 
continue along its present lines for some time. 


PROVIDENT MUTUAL APPOINTMENT 
James H. Cowles Made Assistant Agency 
Manager 
James H. Cowles has been elected assistant 
manager of agencies of the Provident Mutual 
Life Insurance Company, of Philadelphia, in 
which post he will aid Manager Franklin C. 
Morss. Mr. Cowles graduated from the Uni- 
versity of Colorado with the class of 1914. Dur- 
ing his senior year and for two years following 
his graduation he was an instructor in the life 

insurance course at the university. 








icy has been cut in half, while the insurance 
in the policy in case of death in 1928, has been 
very nearly doubled. 

In the case of a policy issued at age 2 in 1888, 
weekly premium 5 cents, the face of the policy 
is $115, which, however, was raised to $120, 
some years later by retroactive action. In this 
case, if the policyholder should die in 1928, 
the amount payable would be the retroactive 
benefit of $212, plus a mortuary dividend of 20 
per cent on $120, or $24, making the total $236. 
Here the amount payable is actually more than 
double the amount for which the policy was 
originally issued, $115, and as in the other illus- 
tration, the premium has been cut in half be- 
cause of the 26 weeks’ dividend credit. 

If the policyholder pays premiums at the dis- 
trict office so as to get the benefit of the 10 
per cent allowance, his insurance will be still 
cheaper. 
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FIRE INSURANCE 





MIXED CLAIM AWARDS 





Long List of Insurance Companies to 
Benefit by Alien Property Bill 





GLOBE & RUTGERS BIGGEST 
RECIPIENT 





Insurance Company of North America 
Listed for $5,134,814 

A long list of insurance companies are ef- 
fected by the announcement last week of awards 
of the Mixed Claim Commission. These awards 
total over $59,000,000 and will be paid upon 
passage of the proposed alien property bill. 
The Globe and Rutgers Insurance Company was 
allowed $6,591,422, and the Insurance Company 
of North America $5,134,814. As a consequence 
of the award the stock of the latter company, 
which has been steadily rising for several 
months past, went to a high of over $100 per 
share. 

Following is a list of the insurance awards: 


City of New York Insurance Company, $22,- 
363; Camden Fire Insurance Association, $249,- 
218; Boston Insurance Company, $2,194,841; 
Bankers and Shippers Insurance Company, 
$175,267; Automobile Insurance Company of 
Hartford, Conn., $1,419,085; Atlantic Mutual 
Insurance Company, $2,153,854; American and 
Foreign Marine Insurance Company, $234,274; 
American Merchant Marine Insurance Com- 
pany, $1,221,708; American Insurance Company, 
$20,510; American Equitable Assurance Com- 
pany, $301,827; Providence-Washington Insur- 
ance Company, $1,401,568; Queen Insurance 
Company of America, $356,327; Rossia Insur- 
ance Company of America, $9,811; St. Paul 
Fire and Marine Insurance Company, $2,315,- 
247; Security Insurance Company, $41,414; 
Stuyvesant Insurance Company, $251,530; 
Transportation Mutual Insurance Company, 
$5400; United States Fire Insurance Company, 
with which is merged the Williamsburgh City 
Fire Insurance Company, $158,045; United 
States Merchants and Shippers Insurance Com- 
pany, successors to Washington Marine Insur- 
ance Company, $82,623; United States Mer- 
chants and Shippers Insurance Company, suc- 
cessors to United States Lloyds, Inc., $1,396,- 
881; Federal Insurance Company, $2,379,382 ; 
Fidelity-Phenix Fire Insurance Company, $96,- 
905; Fire Association of Philadelphia, $4999; 
Firemans Fund Insurance Company, $1,267,377 ; 
Firemans Insurance Company, $5000; Franklin 
Fire Insurance Company, $168,887; Glens Falls 
Insurance Company, $210,858; New York Fire 
and Marine Underwriters, $37,867; Niagara 
Fire Insurance Company, $39,725; North River 
Insurance Company, $8790; Old Colony Insur- 
ance Company, $33,489; Phoenix Insurance 
Company, $777,860; Agricultural Insurance 
Company (Watertown), $40,876; Aitna Insur- 
ance Company, $1,848,129; Hanover Fire 
Insurance Company, $104,997; Common- 
wealth Insurance Company of New York, 
$51,463; Continental Insurance Company, $213,- 
194; Eureka Mutual Insurance Company, $59,- 
155; American Eagle Fire Insurance Company, 
$13,323; Alliance Insurance Company, $5682; 
United States Merchants and Shippers Insur- 
ance Company, successors to Merchants and 
Shippers Insurance Company, $9037; West- 
chester Fire Insurance Company, $130,758; 


Globe and Rutgers Fire Insurance Company, 
$6,591,422; Great American Insurance Com- 
pany, $123,080; Frank B. Hall & Co., $36,660; 
Hartford Fire Insurance Company, $80,808; 
Home Insurance Company, $31,267; Sydney E. 
Hutchinson et al., $20,043; Importers and Ex- 
porters Insurance Company, $375,431; Insur- 
ance Company of North America, $5,134,814; 
Insurance Company of State of Pennsylvania, 
$213,432; Knickerkocker Insurance Company of 
New York, successor to Equitable Underwriters 
of New York, $212,811; Massachusetts Fire and 
Marine Insurance Company, $136,105; Mer- 
chants Fire Assurance Corporation of New 
York, $27,814; Mercantile Insurance Company 
of America, $23,174; National Fire Insurance 
Company of Hartford, $3860; National Fire and 
Marine Insurance Company, $115,345; National 
Union Fire Insurance Company, $39,579; New- 
ark Fire Insurance Company, $20,330; Home 
Fire and Marine Insurance Company, $3168; 
United States Veterans’ Bureau, $24,319,095. 


Death of James F. Joseph 

Curicaco, Itt., Dec. 27—James F. Joseph, 
formerly vice-president of the Sterling Fire of 
Indianapolis and of the Commonwealth of New 
York, but at the time of his death special rep- 
resentative of the Union, died suddenly while 
attending a movie theater with his wife on Mon- 
day night. The cause was heart disease. 

Funeral services were held Wednesday after- 
noon, and the body was sent to Indianapolis, his 
former home, for burial. 

Mr. Joseph was born in Philadelphia July 25, 
1865, and started his insurance career in the 
central department of the American at Cin- 
cinnati in 1883. He later went to the western 
department of the Phenix of Brooklyn in Chi- 
cago as examiner, and later was made special 
agent. In 1898 he was appointed assistant man- 
ager of the western offices of the Manchester 
Assurance, and in 1903 held a similar position 
with the North British. In 1908 he was elected 
vice-president of the Commonwealth, but re- 
signed in 1911 to accept a similar position with 
the Sterling as head of the underwriting depart- 
ment. He joined the Union staff in 1916 as 
special representative. 


Chauncey S. S. Miller Lectures on Fire 
Insurance 

Chauncey S. S. Miller, publicity director 
of the North British and Mercantile Insurance 
Company, New York, delivered a lecture be- 
fore the James R. Murphy School of Real 
Estate in that city last week. Mr. Miller’s talk 
was one of series on topics of special interest 
to real estate men and was entitled “Your Fire 
Insurance Policy.” 


New Insurance Publicity Man 

F. P. Ward, of the class of 1925, Sheffield 
Scientific School, Yale University, and later of 
the Massachusetts Institute of Technology, and 
recently connected with the Localized Adver- 
tising Corporation of Detroit, has just entered 
the publicity department of the A<tna (Fire) 
Insurance Company as a special copy writer. 


II 


HEADS GENERAL ADJUST-= 
MENT BUREAU 


Cecil F. Shallcross Succeeds C. D. 
’ Dunlop 








LATTER CONTINUES ON BOARD 





Had Served Sixteen Years—Resolution 
Adopted in Recognition of Service 


After sixteen years as president of the Gen- 
eral Adjustment Bureau, C. D. Dunlop retired 
at the twenty-second annual meeting of that 
organization, held last week. Cecil F. Shall- 
cross, who has been vice-president since 1911, 
was elected president. Edward T. Cairns was 
elected vice-president and the executive commit- 
tee is as follows: Percival Beresford, Paul L. 
Haid, F. W. Koeckert, C. A. Ludlum, William 
Mackintosh, C. F. Shallcross, and C. G. Smith. 


Directors elected, for a term of three years, 
were J. W. Cochran, Paul Haid, C. A. Ludlum, 
G. A. Russell, and F. W. Koeckert. The first 
four were re-elections. 


The directors adopted a resolution as fol- 
lows in recognition of Mr. Dunlop’s long service 
as president of the Bureau: 


The directors of General Adjustment Bureau, 
having learned with deep regret of the de- 
termination of C. D. Dunlop to decline re-elec- 
tion to the presidency, desire to record their 
great appreciation of the splendid service he has 
rendered to the bureau through the whole periou 
of its organization and development and their 
gratification that it will contineu to have his 
wise counsel and advice as one of its directors. 

In July, 1905, shortly after going to Provi- 
dence, R. I., as vice-president of the Providence 
Washington Insurance Co., Mr. Dunlop ad- 
dressed a communication to various companies 
to ascertain their views as to the need of im- 
provement in methods of loss adjustment in ter- 
ritory not already covered by adjustment bu- 
reaus. The replies indicated considerable inter- 
est on the part of companies and led to a meet- 
ing on July 27, 1905, in the rooms of the New 
York Board of Fire Underwriters, where Mr. 
Dunlop met with some thirty company execu- 
tives for a general discussion of the matter. 
This meeting adopted a resolution to organize 
an adjustment company to operate in the East 
and appointed a committee to take the necessary 
steps. In October, 1905, the organization of 
General Adjustment Bureau was completed, with 
76 subscribing companies. 

During the first six years of the bureau’s 
existence Mr. Dunlop held the office of vice- 
president, and in 1911 accepted the presidency. 
For the sixteen years ensuing he has held that 
office at great personal sacrifice of time and 
comfort. He has been untiring and always re- 
sourceful in his efforts to advance the interests 
of the organization and the companies it serves, 
and this board desires to record its unqualified 
recognition of the fact that the satisfactory 
progress and present position of the bureau are 
due in a great measure to the interest and devo- 
tion which Mr. Dunlop has at all times shown 
in its welfare. 


He was presented with a silver tea and coffee 
service. 
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BANISHING INSECURITY ||| 5¢carty Mutual Casualty Company 


; ' ASSETS 
History of Insurance from Earliest Days, mentee and Stocks (Market Value)............. $7,465,665 .00 
: : . : PROM IPTIBEREE oo tesiors onte.cocsls hcornlers « oe.s oo saint 30,000 .00 
the Circulation of Which Makes Fine Accrued Interest on Investments.............. 101,665 .74 
Insurance Institutional Advertising Cote in Bamk and Gliese... 2... .6cesceess 1,199,252 .06 
Premiums in Course of Collection.............. 399,390 .22 
BY HARRY CHASE BREARLEY Deposit with Workmen’s Compensation Board, 
Province Of MaAnitGe so :oo:6566. 605 ces o¥sicineees 2,444.91 
Insurance, the need of it, the recognition of that $9,198,417 .93 
need by the public, and the growth of that recog- ' LIABILITIES 
nition, traced from early days down to today, are Net Special Reserve for all Liabilities.......... $5,894,895 .79 
i 2 URORENOG PROTIITIG 5.5 6.405500, 5:0:6.4'0) eH oisieidieine'e si 611,616 .08 
so clearly and so interestingly set forth, that the Reserve for Taxes and Expenses............... 39,554 .69 
reader proceeds from cover to cover of this booklet Unabsorbed Premium Refund declared (Not paid) 42,351 .37 
without pause. INGE GASH SUSOIS 5 6:0 ci5i-0 2050s c1cei6 bs.cainie sire nes 2,610,000 .00 
$9,198,417 .98 
Here is a booklet which does not contain one Unabsorbed Premiums Returned to Policyholders 
sentence that would cause the reader to feel that an (in cash) OVET . coc ccc rercrcccereresecesesses $8,000,000 .00 
attempt was being made to sell him on any form of Fundamentally Right Economically Operated 
insurance, yet the story is so presented that he can- Financially Sound 


not fail to be impressed with the value of insurance 


protection and the sales-resistance in every case is HEN RY W. IVES & COMP ANY 


correspondingly broken down. This offers the 75 FULTON STREET NEW YORK 
highest type of insurance publicity obtainable. UNDERWRITING MANAGERS 
FOR THE UNITED STATES 
. i OUR FACILITIES 
i =". . ne nr + a — Tooeg ae SE and or Excess for Automobiles, General and 


Workmen’s Compensation 
Fidelity and Surety and Robbery 
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NEW CHICAGO PLAN 
Commissioner and Brokerage Scale Up Be= 
fore Board of Underwriters 
Cuicaco, Itt., December 28.—Western man- 
agers and fire insurance general agents in Chi- 
cago are giving close study to the revised com- 
mission and brokerage plan which was an- 
nounced last week by the joint conference com- 
mittee representing the Union, Bureau and the 
Chicago Board of Underwriters. The plan is 
to come before the Chicago Board at its annual 
meeting January 12 and indications point to 

adoption of the plan. 

The revised schedule makes no mention of 
commissions to class one members of the board, 
the lack of which caused the defeat of the plan 
presented at the October meeting of the board. 
However, it was explained that the opposition 
of the class one members to any plan which 
would require them to name the commissions 
they are to receive has not abated. However, 
the revised plan would raise brokerage on busi- 
ness exchanged by class one members to 10 per 
cent, with an additional 5 per cent on fire-proof 
apartment, office and mercantile buildings but 
not the contents and the buildings and contents 
of sprinklered risks in the downtown section of 
the city or Division A. 

The plan sets up three territorial divisions— 
Division A, including the congested downtown 
area bounded by Lake Michigan, Roodevent 
road, Halsted street and Chicago avenue; Dis- 
trict B, including the old city of Chicago, and 
District C, including all of the territory known 
as the suburban city and county districts, more 
commonly known as class two territory. 

The rules would limit supervision of class 
two agents to two class one members for any 
one company, including its underwriters and 
proposes the following commissions: On build- 
ings, leaseholds, rents, furniture and fixtures 
and household furniture in District A, 10 per 
cent; for the same classes in District B, 10, 15 
and 20 per cent, and in District C, 15, 20 and 
25 per cent on all classes of business. 

The rules propose a distinction in brokers be- 
tween the full-time insurance men and those 
handling insurance as a sideline to some other 
occupation. Brokerage for class 3-A, those 
handling insurance exclusively, and for class 3- 
B, those handling insurance as a sideline to real 
estate and having no office in District A, is the 
same with the added provision that an additional 
5 per cent would be paid on District B and C 
business to class 3-A brokers who sign an agree- 
ment to adhere to the scale. The basic scale is 
as follows: 10 per cent in District A, and 10, 
15 and 20 in B and C. 

Class four brokers are defined as those 
engaged in the insurance business together with 
real estate, having an office in District A, and 
also includes all brokers engaged in insurance 
in conjunction with banking and having an office 
in either District A or B. Brokerage of 10 per 
cent on buildings, leaseholds, rents, furniture 
and fixtures and household furniture is fixed for 
District A, and 10, 15 and 20 per cent for all 
classes in B and C. 

For classes two, three and four an additional 
5 per cent would be allowed in District A for 


business on fire-proof apartments, office and 
mercantile buildings, but not contents and 15 
per cent upon sprinklered buildings and con- 
tents. 

Class five, non-residents, are limited to 10 per 
cent on all classes of business throughout Cook 
county. 


Underwriters versus Undertakers 
By C. C. DomINncE 

In the old days the party responsible for the 
taking of liability in the insurance offices of 
London was called an “undertaker,” and he 
undertook the difficult task of selecting the busi- 
ness that the company desired. To-day, the 
party acting in the same capacity is called an 
“underwriter.” While the losses this year, with 
the exception. of a few classes, such as the 
warehouses and the Sherry-Netherlands Hotel, 
have been lighter than for several years past, 
the numerous fire losses suffered have the effect 
of transforming the face of the underwriter 
into that of an undertaker. 


A. N. Wold in New Post 

Albert N. Wold, of Minneapolis, has been 
appointed general manager of the insurance and 
safety departments of the Backus-Brooks Co. 
of that city. The Backus-Brooks Co. is one 
of the world’s largest producers of newsprint 
paper, lumber, insulite and electric power. Some 
ten thousand men are employed in their plants 
in Minnesota and Ontario. Among the larger 
enterprises controlled by the Backus-Brooks 
Co. are the Minnesota and Ontario Paper Co., 
the International Lumber Co., the Kenora Paper 
Mills, Ltd., the National Pole & Treating Co., 
the Insulite Co. and the Minnesota, Dakota and 
Western Railway Company. Mr. Wold is well 
known to insurance men over the country 
through his eleven-year connection with the In- 
surance Federation organizations, both State 
and National. 


REORGANIZATION OF FRED S. JAMES 
George W. Blossom Elected President 
Cuicaco, Itt., December 27.—The long ex- 

pected reorganization of Fred S. James and 

Company, made necessary by the deaths of Mr. 

James and Walter E. Miller, was announced 

last week. George W. Blossom, formerly vice- 

president, becomes president of the firm, and 

Elmer J. Schafer, who has been in charge of 

the casualty department for two years, becomes 

a member of the corporation. Mr. Schafer 

has been elected a director. 

Other officers include: William E. Higbee 
and George W. Blossom, Jr., vice-presidents, 
and Charles Buresh, secretary. The board in- 
cludes the officers and the following: Karl 
D. King, Francis R. Blossom and Mr. Schafer. 

Mr. Schafer will continue to give his time 
chiefly to the casualty lines. He is well known 
in local underwriting circles and is a graduate 
of Northwestern University. His first insur- 
ance experience was as a clerk for the Fred. 
S. James Company, writing and filing policies. 
He later became connected with the Meeker 
Magner Company where he remained until two 
years ago when he returned to Fred. S. James 
and Company. He is a fellow in the Insurance 
Institute of America and a former president 
of the Insurance Club of Chicago. 


Approve N. F. P. A. Field Fund 

Cuicaco, Itt., December 27.—Directors of 
the Illinois Manufacturers Association have 
unanimously approved the nation-wide field ser- 
vice fund campaign of the National Fire Pro- 
tection Association. The goal of the campaign 
is for $500,000 to employ additional field en- 
gineers to instruct backward cities in fire pro- 
tection. ‘We believe that the amount of money 
which the association asks is very small in con- 
sideration of the enormous savings which will 
be obtained,” declared John M. Glenn, secretary 
of the association. 








YOU never have to explain to a 
client why you chose the HOME 
FIRE AND MARINE INSURANCE 
ComPANY. Nothing will ever 
occur to demand an explanation 





ASK ANY HOME FIRE AND MARINE AGENT ANYWHERE 
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WOULD ORGANIZE AGENTS IN WEST-= 
ERN UNION TERRITORY 
Michigan Meeting Results in Suggestion 
Which Will Be Put to Other States 
Lansinc, Micu., December 24.—Proposal 
that a general conference committee be formed 
to represent the organized agents of all States, 
included in Western Union territory was prob- 
ably the principal development to come out of 
a mecting here last week of the conference and 
governing committees of the Michigan Associa- 

tion of Insurance Agents. 

After a discussion of this suggestion, G. C. 
Chaddock of Muskegon, chairman of the Mich- 
igan conference commitete, was instructed to 
obtain the views of officers of other State asso- 
ciations with reference to the plan. Consolida- 
tion of interests through such a representative 
committee would result in great benefit to all 
agents in this territory affiliated with the Na- 
tional Association, it was agreed. It would 
also result, it is believed, in the sifting of the 
ideas of the various State organizations so that 
a simplified and definite program could be pre- 
sented by the general committee whenever rule 
changes or other requests were to be submitted. 

A number of projects to be entered into by 
the State Association in co-operation with the 
national organization were also decided upon at 
the meetings A membership campaign in line 
with the five-year development plan of the Na- 
tional Association will be conducted, it was 
decided, probably just previous to the annual 
series of regional meetings at which reports 
could be made of the success of the drive. The 
regional sessions, which will be made of greater 
interest than ever before, if early plans mate- 
rialize, will probably be held in May. Each dis- 
trict is in charge of a member of the two execu- 
tive committees of the State Association for 
organization purposes and it is hoped to “put 
over” the regional gatherings more successfully 
than in the past, although all previous meetings 
of the sort have been markedly successful. 


Continental Dividends 

A semi-annual dividend of 10 per cent has 
been declared by the directors of the Continental 
Insurance Company, of New York. The 
declaration includes the shares included in the 
recent announcement of ‘a stock dividend, ex- 
cepting fractional shares. A similar dividend 
has been declared by the Fidelity-Phenix Fire. 
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Japan.—Okura & Company have decided to 
take over the assets and liabilities of the Nisshin 
Fire and Marine Company of Osaka. Negotia- 
tions have been concluded between Ikutaro 
Hayashi, managing director of the Okura Min- 
ing Company and the authorities of the Osaka 
company. It is expected the insurance com- 
pany will hold an extraordinary shareholders’ 
meeting shortly to deal with the matter and re- 
vise the articles of association. Chokiuro 
Kadono, vice-president of Okura Gumi, will be 
president. Baron Kishichiro Okura, president 
of the Okura Gumi, is to be adviser. The com- 
pany will be renamed Okura Fire and Marine 
Insurance Company. Its headquarters are to be 
removed to Tokyo. It is to establish branches 
in Kobe and Osaka. 

The Okura Gumi is agent for the Norwich 
Union, Commercial Union and other foreign 
companies. It will not sever its connections 
with these foreign insurance companies, even 
though it carries on the same business. The 
Nisshin Fire and Marine is capitalized at 2 
million yen in 50 yen shares and has been main- 
tained by the Kishimoto family in Kobe. Un- 
favorable business has affected the company 
since the great earthquake and fire. The cap- 
italization of the company will be increased to 
10 million yen. 

The Nisshin Fire and Marine has so far been 
a reinsurance company, but the new company 
will write direct business. 


Turkey.—The Turkish Legislature has 
passed a very stringent law placing the control 
of insurance companies with the government. 
All companies doing business in Turkey must 
obtain a license. They must make heavy de- 
posits, which have to be placed with certain 
specified Turkish banks, pending the creation of 
a Turkish government bank. They must be made 
in currency, Turkish government bonds, shares 
of Turkish stock companies, Turkish real 
estate or mortgages on such real estate in Tur- 
key. National companies must have a major- 
ity of stockholders of Turkish nationality. The 
companies must file detailed information as 
to their limits and reinsurance connections. Ex- 


SYLVANIA SOLD 
Syndicate in Philadelphia Purchases Assets 
of Company 

A syndicate, consisting of Charles R. Jones, 
Edward M. Harris, and Edwin A. Bookmyer, 
have purchased the Sylvania Insurance Com- 
pany, of Philadelphia. Mr. Jones and Mr, 
Bookmyer are local insurance agents, of Phila- 
delphia. Mr. Harris is a real estate operator 
of the same city. The company was formerly 
controlled by Hare and Chase, Inc., and was 
used for automobile fire insurance for their 
financed cars. 

The company is to be refinanced by the addi- 
tion of $200,000 to its capital, bringing the total 
to $400,000. It will engage in all lines of fire 
insurance business. The company is already 
licensed in Pennsylvania, New Jersey and Dela- 
ware, and will shortly make application for 
entry into New York for the purpose of doing 
business in the metropolitan district. 

In addition to the three men named the com- 
pany will have on its board of directors the 
following : 

Joseph C. McCulloch, president, Union Bank 
& Trust Co.; Charles S. Wesley, attorney; C. 
E. Trinder, vice-president, Royal Indemnity; 
Charles G. Batschelett, formerly vice-president 
of Hare & Chase, Inc., and Fred W. Doremus, 
who will be president of the company until 
January 1. It is understood that Mr. Doremus 
will retire from the board January 1 and that 
the total number of board members will be 
increased to an authorized twenty-five, of whom 
fifteen members will be elected at once. 


Cook County Field Club Elections 

Cuicaco, Itt., December 20.—Forrest M. 
Earp of the Glens Falls Insurance Company 
was elected president of the Cook County Field 
Club at the annual dinner and banquet held last 
week. Frank A. Cramsie of Trobaugh, Cram- 
sie and Ladt, was elected vice-president, and 
E. H. Richardson of the Connecticut Fire was 
elected secretary-treasurer. 








cesses must be placed with a Turkish govern- 
ment institution, to be created for that purpose. 
It is generally considered that foreign com- 
panies will be unable to continue doing busi- 
ness in Turkey in case the law is applied in its 
full severity. French influence is at present 
predominating. 
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REVIEWING THE YEAR 
Improved Underwriting the Outstanding Achievement of a Suc- 
cessful Year—Other Highlights in the Fire Insurance 
Business During 1927 
The story of the fire insurance business in lines of business and industry, but it is to the investment side. That such a gross income 


1927 will be told most eloquently by the final 
figures which will not be available for some 
weeks to come. Nevertheless, the New Year 
and its problems are already clamoring for our 
attention and it is inevitable that we should 
cast a fleeting glance backward over the 1927 
vista in search of hope and encouragement with 
which to face them. That the past year was 
productive of those sentiments from a fire in- 
surance standpoint is undeniable and, in a meas- 
ure, unusual. 

Brighter than any other achievement of the 
year is the improvement in fire insurance under- 
writing. In past years the cheerful recounting 
of increased premium volume and the growing 
recognition of the importance and scope of fire 
insurance has been quietly but forcefully an- 


- swered by the red-inked underwriting loss ratio. 


Always the new year was ushered in with high- 
sounding expressions of concern and reform in 
respect to this nemises but its ugly head was 
still held high and menacingly at the close of 
the “new era.” It is pleasant to report that the 
year 1927 may mark a turning point in under- 
writing results, for at the present writing it 
seems quite probable that the total underwriting 
in the United States will show a profit. 
Many factors have played a part in this 
achievement, some of them an outgrowth of 
natural economic forces, others a result of con- 
scious effort within the fire insurance business 
to that end. Undoubtedly the nation-wide pros- 
perity which has blessed our country this past 
year has had a salutary effect on the underwrit- 
ing angle of the fire insurance business. In 
times of peace and plenty the moral hazard is 
considerably reduced and the importance of the 
moral hazard in respect to underwriting ratios 
is not to be minimized. Also, it has been the 
good fortune of fire insurance interests to have 
been spared the occurrence of any particularly 
great and appalling conflagrations. These ele- 


ments have worked, during the past year, to the 
advantage of fire insurance as well as other 





efforts of the enlightened fire insurance interests 
that the chief credit for better results is due. 

Two organizations in the business have done 
noble work this past year, and they may con- 
sider their accomplishments written into the im- 
proved underwriting ratio. These bodies are 
the National Board of Fire Underwriters and 
the National Association of Insurance Agents. 
The National Board, through its engineers, has 
made invaluable contributions to the science of 
fire prevention and inspection and through its 
intelligent editorial direction has disseminated 
this information in a most helpful and complete 
manner. The National Association of Insur- 
ance Agents has brought about a high improve- 
ment in the ability and attitude of the man 
in the field. After all, it is difficult to conceive 
of advancement in the fire insurance business 
if that advancement does not find its expression 
in the agents themselves. The agent dominates 
the business and home office policy and pro- 
cedure is ineffective if it does not take that fact 
into account. In raising the standard of the 
agents enrolled in its ranks, the National Asso- 
ciation has affected not only the general tone 
of the business but the actual profits and losses. 
Better underwriting on the part of the agents 
has probably been the greatest single factor in 
the improvement of the loss ratio. 

The year 1927 has not been without its share 
of ill-considered legislation—attempts at legisla- 
tion inimical to the best interests of the fire in- 
surance business and to the best interests of 
business and prosperity in general—but on the 
whole, it may be said that trouble from this 
source was less noticeable in 1927 than in years 
previous. Any consideration of this topic could 
not ignore the famous Kansas rate case which 
has but recently been decided against the com- 
panies by the Supreme Court of Kansas. It 
was the opinion of the court that insurance 
companies’ profits should be determined from 
all income combined, with no more account to 
be taken of the underwriting angle than of the 
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should be taken as a basis for rate making is 
held to be unfair by the companies since the 
rates derived therefrom would deprive the com- 
panies from ever making the reasonable profit 
which is their due. If underwriting is ever 
to be placed on a scienttfic and profitable basis 
it must be conducted completely apart from the 
investment side, for to all practical purposes 
they are two completely different businesses. 
The Kansas case involves some $800,000 annual 
premiums, but the decision is further reaching 
in its importance. Steps are already being taken 
to bring the case before the Supreme Court of 
the United States. For the future of sound in- 
surance it is to be hoped that a wiser decision 
will be reached. 

A problem of great importance which grew 
to threatening proportions during 1927 was the 
question of non-policy writing agents. The 
National Association of Insurance Agents took 
a firm stand against encroachment upon the 
principles of the Americ n Agency systcm by 
branch offices and refused recognition to the 
non-policy writing agent. In this matter the 
Association found itself in conflict with the 
Travelers Fire Insurance Company which ¢om- 
plained to the Association that it was being 
made the target for nearly all the unfavorable 
comment being directed against branch offides 
and the non-policy writing agent. Upon in- 
vestigation, the Association found that the 
Travelers Fire was operating in harmony with 
local boards throughout the country and that 
its spirit of co-operation was, in general, pleas- 
ing to the Association. At length, an agreement 
was reached, satisfactory to both parties and 
the Association, confident that the Travelers is 
agreeing to the spirit, if not the letter, of agency 
principles in this respect, has reiterated its posi- 
tion in opposition to the non-policy writing 
agent. The coming year should witness further 
examples of such accord between the large com- 
panies and the agent’s associations. 
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GENERAL EXCHANGE INSURANCE 
CORPORATION 
New York, N. Y. 
General Motors Subsidiary Doubling. 
Capital 
The General Exchange Insurance Corpora- 
tion of New York, which is owned by the Gen- 
eral Motors Corpoation, is increasing its capi- 
tal stock from $500,000 to $1,000,000. The new 
capital will be sold to present shareholders at 
200 per cent, thereby adding $500,000 to surplus. 
A cash dividend of $1,000,000 will also be de- 
clared shortly, the complete transaction amount- 
ing, in effect, to a stock dividend of $500,000, or 
100 per cent. 


GREAT AMERICAN INSURANCE 
COMPANY 


New York, N. Y. 
Stockholders to Vote on Capital Increase 


A capital increase of $2,500,000 has been 
recommended by the directors of the Great 
American Insurance Company of New York. 
The increase, if ratified, will give the Great 
American a capital stock of $15,000,000. 

The new capital will be offered to present 
stockholders at 200 per cent. The par value of 
the shares will be reduced from $100 to $10 a 
share. Stockholders will be permitted to sub- 
scribe for one new share for each five shares 
now held. With the completion of this plan 
the Great American will show a capital of 
$15,000,000 and a surplus of around $22,000,000. 
Its assets will be close to $60,000,000. 

Presidents Charles G. Smith’s announce- 
ment to stockholders of the proposed increase 
said in part: 


The directors of the company recommend the 
increase of the capital at this time. The last 
increase of capital took place in 1922 and since 
then the company’s business has been growing 
and the directors are of the opinion that the 
business now requires the increase in capital 
which they have recommended in order to take 
advantage of business opportunities. 

The proposed change in par value of shares is 
also recommended by the director, because of 
the fact that the market value of the present 
shares makes it difficult for persons of moderate 
means to invest in the stock of the company. 
It is believed that a wider distribution of the 
stock is likely to result if it is divided into a 
greater number of shares of smaller par value, 
and that such wider distribution will be greatly 
to the advantage of the business of the company. 
The result of such change would be that the 
present stockholders would receive ten shares 
of the par value of $10 each in exchange for 
each share of the par value of $100 now held. 

Owing to the importance of having the new 
stock subscribed and paid for promptly it is 
proposed to require that the subscription rights 
be exercised on or before January 31, 1928. 
The opportunity to subscribe to the new stock 
will be of value and those who are unable or 
unwilling to subscribe will undoubtedly be able 
to sell the privilege. It is expected that the pres- 
ent dividend rate can be continued on the new 
stock. 


HANOVER FIRE INSURANCE COMPANY 
New York, N. Y. 
Propose to Increase Capital by $500,000 

The board of directors of the Hanover Fire 
Insurance Company of New York have voted to 
increase the capital of the company by $500,000. 
The new issue, subject to the approval of the 
stockholders, will consist of 10,000 shares at a 
par value of $50 each. The increase will give 
the company a capital of $2,500,000. 

The proposal calls for a change in the par 
value of the stock from $50 to $10 after the 
move is completed, with five new shares being 
issued for each outstanding $50 share. The 
capital stock of the company will then be com- 
posed of 250,000 shares. 

This is the second capital increase for the 
Hanover Fire within the year. On April 5, 
1927, by vote of the stockholders, the capital was 
increased from $1,500,000 to $2,000,000. It is 
expected that the company’s surplus following 
the new capitalization, will reach $5,000,000. 


HARWINTON MUTUAL FIRE INSUR= 
ANCE COMPANY 
Harwinton, Conn. 
Howard P. Dunham Examines $50 Com- 
pany 

Connecticut’s smallest insurance company, the 
Harwinton Mutual Fire Insurance Company, 
has been examined by the Connecticut Insurance 
Department. The report of the examination 
was released recently by Insurance Commissioner 
Howard P. Dunham. The company has assets 
of $48.80, a notable comparison with the largest 
insurance company in Connecticut, which has 
assets of some $432,000,000. 

The Harwinton Mutual’s income for 1926 
amounted to $63, being policy fees of $3 for the 
twenty-one policies issued. The company op- 
erates in the town of Harwinton and its imme- 
diate vicinity. Deposit notes are taken for pre- 
miums and assessments made to cover losses 
when incurred. There were no losses in 1926. 

The company has always been a very small 
one. Since 1874 it has collected policy fees of 
$3,732.84, and assessments of $24,044.15, and has 
paid losses amounting to $23,932.89. The larg- 
est amount paid for losses in one year was 
$2715, paid by the company during 1906. The 
company operates under a charter granted to it 
by the General Assembly of Connecticut in 1856. 


KNICKERBOCKER FIRE INSURANCE 
COMPANY 
New York, N. Y. 
Corroon & Reynolds, Inc., Increasing 
Capital 

Corroon & Reynolds, Inc., managers for the 
Knickerbocker Fire Insurance Company of New 
York, have announced an increase in the capital 
of that company from $500,000 to $800,000, and 
a special cash dividend of 17% per cent. The 
stock of the Knickerbocker is divided into $300,- 
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000 of preferred and $200,000 of common, which 
consists of 8,000 shares of $25 par. The new 
move calls for a reduction of the par value of 
the stock, so that 100,000 shares of $5 will be 
issued. 


LINCOLN FIRE INSURANCE COMPANY 
New York, N. Y. 
Stockholders Vote Capital Increase 

The Lincoln Fire Insurance Company of New 
York has increased its capital from $600,000 to 
$800,000 by the issuance of 10,000 new shares, 
par value $20. The price per share will be $75, 
thus adding $550,000 to surplus. The Lincoln 
Fire, which is one of the C. F. Sturhan group 
of reinsurance companies, was organized in 
1923, with a capital of $400,000, which was in- 
creased in 1925 to $600,000. As of December 
31, 1926, the Lincoln showed assets of $3,232,122 
and a net surplus of $585,717. 


SECURITY FIRE INSURANCE COMPANY 
Davenport, Ia. 
Stockholders to Vote on Capital Increase 
Directors of the Security Fire Insurance 
Company of Davenport, Iowa, have submitted 
to the stockholders of the compahy a proposition 
to increase the capital from $300,000 to $500,- 
000. The proposition calls for the issuance of 
2000 shares of stock to be sold to stockholders 
in proportion to their present holdings at $175 
a share. 
If the move is approved by the stockholders 
the Security Fire will have a surplus to policy- 
holders of more than $1,000,000. 


SPRINGFIELD FIRE AND MARINE 
INSURANCE COMPANY 
Springfield, Mass. 

Directors Propose $1,000,000 Increase 

The Springfield Fire and Marine Insurance 
Company of Springfield, Mass., will increase its 
capital by $1,000,000 if the stockholders ratify 
the proposal of the board of directors. The in- 
crease will give the company a capital of 
$4,500,000. 

As intimated some time ago, the par value of 
the stock will be reduced from $100 to $25 by 
issuing four shares for each one now held. 
Present stockholders are given the privilege of 
subscribing pro rata for two new shares for 
each seven now held. President Bulkley has 
called a meeting of stockholders for January 11. 
If the increase is approved it is expected that 
it will be paid in March. 

WESTERN NATIONAL FIRE INSURANCE 
COMPANY 
San Antonio, Texas 
$200,000 Company Forming 

The Western National Fire Insurance Com- 
pany is being formed in Texas. Kenneth Wil- 
mer of San Antonio and Theodore M. Webb of 
Galveston are named as incorporators. Th« 
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company was originally supposed to have a cap- 
ital of $100,000, but it is now authorized to sell 
additional shares at two for one, so that the 
company will have a capital of $200,000 and a 
surplus of like amount. 


COLONIAL STATES FIRE INSURANCE 
COMPANY 
New York, N. Y . 
Preliminary Examination of New Company 
by New York Insurance Department 


December 14, 1927. 


Hon. James A. Beha, 
Superintendent of Insurance, 


Albany, N. Y. 
Sir: 


Whereas, I, the undersigned, a disinterested 
person specially appointed for the purpose 
by the Superintendent of Insurance, having in 
pursuance of such appointment, annexed hereto, 
duly made an examination of the Colonial States 
Fire Insurance Company of New York, N. Y., 
a joint stock corporation in process of organi- 
zation to transact the business of fire insurance 
as provided in Article III of the Insurance Law. 


Now, therefore, I do hereby certify and re- 
port, under oath, as the result of said examina- 
tion, that the capital stock of said company, as 
fixed by its charter, is two hundred thousand 
($200,000.00) dollars, divided into twenty thou- 
sand (20,000) shares of stock of a par value of 
ten ($10.00) dollars each; that all of the stock 
has been subscribed for and fully paid in, in 
cash at the rate of twenty-five ($25.00) dollars 
per share; that the assets now possessed by the 
said corporation are such as are required by the 
provisions of the Insurance Law and consist 
of cash to the amount of five hundred and one 
thousand and twenty-eight and 75/100 ($501,- 
028.75) dollars, constituting a paid-in capital 
in the sum of two hundred thousand ($200,- 
000.00) dollars and a surplus amounting to three 
hundred and one thousand and twenty-eight and 
75/100 ($301,028.75) dollars; that the capital 
and surplus were paid in by or on behalf of the 
several subscribers named in Exhibit “C” hereto 
annexed, and that they subscribed for and took 
the number of shares and paid in, or the price 
thereof was paid in on their behalf, the vari- 
ous amounts set opposite their names, in cash 
on or before December 10, 1927, as appears to 
my satisfaction by the certificate of the officers 
under oath, hereto annexed, accompanied by 
Exhibits “A,” “B” and “C” and the personal 
examination made by me. 

A statement was obtained from the Murray 
Hill Trust Company, trustee for the organiza- 
tion committee of the new company, covering 
cash on deposit in the name of the mew com- 
pany on December 10, 1927, under which such 
cash was deposited, and which are attached 
hereto as Exhibits “A” and “B.” 

In witness whereof, I have hereunto sub- 
scribed my name this 14th day of December, 
1927. 

Respectfully submitted, 
Cuartes E. Ryan, Examiner. 
State of New York, County of New York, 


Harris B. Moore, president, and Robert H. 
Baldwin, vice-president and treasurer of the 
Colonial States Fire Insurance Company, being 
duly sworn, depose and say, and each for him- 
self deposes and says, that they are the above 
described officers of said company. 

Said affiants further severally depose and say 
that the cash deposited with the Murray Hill 
Trust Company, 279 Madison avenue, New 
York city, as set forth in Exhibit “A,” attached 
hereto, is the property of the said corporation 
and is now possessed by it in its corporate name 
and capacity and that no part of such cash has 
withdrawn, pledged or in any manner impaired, 
and that no portion thereof has been loaned or 
advanced to said corporation by any person, 
partnership or corporation for the purpose of 
being used as the capital and/or surplus on or- 
ganization of said company. 

Said afhiants further severally depose and say 
that there is no intention or design existing on 
the part of any person or persons whomsoever, 
to withdraw any part or portion of said sub- 
scribed capital and/or surplus until the same 
is wanted for investment or to be otherwise 
legitimately used or appropriated to or for the 
sole and exclusive use and benefit of the said 
corporation in its corporate capacity, in strict 
conformity with the statute in such case made 
and provided; and that there is not any agree- 
ment, arrangement or understanding, either ex- 
pressed or implied, made or existing between the 
said corporation or its officers, or any or either 
of them and the said stockholders or any or 
either of them or any other person or persons 
to the effect or import that the moneys advanced 
or paid in by any steckholder shall be loaned 
or returned to him or any other person or per- 
sons for his or their use or accommodation, 
upon the hypothecation of stock of said corpora- 
tion as security therefor or upon any other 
security, terms or conditions whatsoever; and 
further that the said corporation is not, nor 
are any of its officers, in any way, manner or 
form, pledged or committed to make any invest- 
ments, loan or disposition of the said subscribed 
capital and/or surplus, or any part or portion 
thereof which is not in strict conformity in all 
respects, with the insurance law of the State 
of New York. 

And the deponents further 
and say that they do not know and are not in- 
formed of any matter, cause, or thing what- 
soever, which in their judgment or belief, can 
or will in any manner or form lessen or jeop- 
ardize the said subscribed capital and/or sur- 
plus or any part thereof. 

Harrison B. Moore, President. 

Rogert H. Batpwin, Vice-Pres. and Treas. 


severally depose 


Ottawa Fire Insurance Agents Association 
Hold Annual Meeting 
The annual meeting of the Ottawa Fire Insur- 
ance Agents Association was held recently. An- 
nual reports were presented and officers were 
elected for the coming year as follows: R. R. 
Sparks, president; T. E. Clendinnen, vice-presi- 
dent; Alan Gill, W. G. Stewart, W. Grant 
Shaw, executive committee; A. A. Crawley, 
secretary; Geo. A. Welch, auditor. 
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URBAINE FIRE INSURANCE COMPANY 
Paris, France 
Report of the Examination Conducted by 
the Insurance Department of New 
York, as of June 30, 1927, Filed 
November 28 1927, Reprinted 
Here in Part 


November 28, 1927. 
Hon. James A. Beha, 
Superintendent of Insurance, 
Albany, New York. 
Sir :-— 

As directed in your appointment No. 6267, 
dated September 27, 1927 and hereto annexed, 
I have made an examination into the affairs 
and condition of the United States Branch of 
L’Urbaine Fire Insurance Company of Paris, 
France, and submit the following report: 


HISTORY AND OPERATION 


The Urbaine Fire Insurance Company was 
organized in France on March 4, 1838, by royal 
decree, and began business on the same day. 
It now operates under the laws of the French 
Republic. 

Pursuant to a resolution of the Board of Di- 
rectors, the company sought, and in 1913 re- 
ceived, admittance to the United States through 
the State of New York, and is licensed under 
its present certificate to transact business in 
this State as defined by Article III of the In- 
surance Law. 

(a) Fred S. James & Company, United 
States Manager; (b) Fester, Fothergill and 
Hartung, United States submanagers;. (c) 
Guaranty Trust Company, 140 Broadway, New 
York, N. Y., United States Trustee under deed 
of trust dated December 19, 1912. 

The firm of Fred S. James & Company was 
appointed United States Manager upon the 
entry of the company into this country, and 
controls all United States business other than 
that derived from the reinsurance treaties. Re- 
insurance treaty business comes through the 
office of Fester, Fothergill and Hartung, sub- 
managers, and is reported to the United States 
managers to be incorporated in the reports and 
statements of the United States branch. It com- 
prises the bulk of the company’s United States 
business. 

Fester, Fothergill and Hartung, under a work- 
ing agreement with the company’s Home Office 
in Paris, has acted as United States subman- 
agers since 1918. 

The head office of the United States branch 
is located at 149 William Street, New York. 
The submanager’s office is at 110 William 
Street, New York. In addition, a branch office 
is maintained in Chicago, Illinois and there are 
general agents in Denver, Colorado and San 
Francisco, California. 

Under its treaties with 21 fire insurance com- 
panies the Urbaine accepts risks located in all 
of the states of the Union, and in the territories 
of Alaska and Hawaii, the Dominion of Can- 
ada, and the Republic of Mexico, and writes 
almost every hazard mentioned in Section 110 
of the Insurance Law. 

On June 30, 1927, the company was admitted 
in all of the states except as listed below. It 
was not entered in any territories 
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Arizona, Delaware, District of Columbia, 
Idaho, Nebraska, New Mexico, South Dakota, 
Vermont and Virginia. 


EXAMINATION 

The examination was conducted in the offices 
of Fred S. James & Company and Fester, 
Fothergill & Hartung. The volume of business 
received through the western branch was smal 
in comparison to the total income, and conse- 
quently detailed statements were accepted, cov- 
ering the activities of that department. 

The following statements show the income 
and disbursements for the eighteen months 
ended June 30, 1927, the financial condition un- 
der the general form of statement, and the capi- 
tal within the United States under Section 27 
of the New York Insurance Law. 


INCOME AND DISBURSEMENTS 
EIGHTEEN MONTHS ENDED JUNE 30, 1927 


INCOME 
NE NIG 0 cic ie 03 wereeme ice e-chse $14,141,778 
Less return premiums..... $4,189,401 
Less reinsurance premiums, 1,279,610 
5,469,011 
eR UID so ain- ow agin is soos o'sie-s $8,672,766 
Gross interest on bonds and dividends on 
stocks, less $10,325.04 accrued interest on 
ee een 403,914 
Gross interest on deposits in trust companies. 8,657 
Gross interest on deposit with Philadelphia 
a ee ee ere 13 
Gross interest on balance with Reinsurance 
SON nies ots canis a Aiea ines vale ears 8 
Tax refund from Federal Government... . 15,614 


382,178 








Gross profit on sale or maturity of bonds.. . 1,147 
cn Ee Pe ee $9,484,301 
Ledger Assets, December 31, 1925......... 5,402,440 
On ee ee ee $14,886,741 
. DISBURSEMENTS 
ee) SS eS aoe ee $5,779,137 
ee ee re $63,401 
Less reinsurance......... 1,062,010 
Fe 1,125,412 
eee $4,653,724 
Loss ad,ustment expense...........02.005 124,776 
Commissions and brokerage............-- 2,919,638 
Salaries of field men........ $15,537 
Expenses of field men...... 10,936 
Expenses of executives...... 1,779 
rs 28,253 
OS SS ee ee 120,923 
ECE SUL SUR dca ss aes oie Saceseneeseee 16,046 
Furniture and fixtures. ..............200. 1,609 
Es i rd els Bip loin olan nics hE S wiero Bin 7,285 
Inspections and surveys.............e005: 44,993 
State, county and municipal 
DEAE PPR ree $81,805 
Insurance Departments..... 14,472 
Fire Departments.......... 8,281 
Fire patrol and salvage corps. 9,882 
BO re 1,87 
id 116,318 
Postage, telephone and telegraph.......... 6,500 
EN ec niaiaicis dig -ate-siw oce.weie-oe 3,234 
Advertising and subscriptions............. 2,629 
Printing and stationery................2. 10,930 
EMI rene oo sors ennui cese nes 5,207 
REN oo sin ss A eaies oon Skea waele 3,635 
Miscellaneous office expense............05 11,453 
Remittances to Home Office.............- 68,910 
Gross loss on sale or maturity of bonds.... 24,075 
Total disbursements.............0. $8,170,147 


Balance, Ledger Assets, June 30, 1927..... $6,716,594 


FINANCIAL STATEMENT SHOWING CONDITION 
AS OF JUNE 30, 1927. UNDER GENERAL 
FORM OF STATEMENT 
LEDGER ASSETS 
Book value of bonds........ $5,580,445 
Book value of stocks........ 370,336 


$5,950,811 
Deposits in trust companies............... 364,282 
Cash in hands of Western Department..... 16,129 
Net balances due from agents and companies 381,258 
Reinsurance recoverable on paid losses.... . 625 
Advances to F. S. James..........cecece> 3,488 
Total ledger assets.............. es $6,716,594 
Non-LepGer ASSETS 
Market value of stocks and 
bonds over book value..... $465,403 
Interest accrued on bonds... 78,685 
$544,088 
SOO IE oo 5 isi:k was SK SONS $7,260,683 








paid losses from unauthor- 


ized companies.......... 2 
ee 79,366 
Total admitted assets...........-0: $7,181,316 
LIABILITIES 
mons tO IGM. 6 So 6 ok eo sein do wes $975,453 
Less authorized reinsurance............+. 137,048 
Wet arp Aalee 53 55 ooo sha aAcaecees $838,405 
Reserve for loss adjustment expenses...... 20,000 
WERE FCRIII 5 5555 obs oes o ose ase 4,875,384 
ee a err Pare 50,000 
SE AE a ti ee 29,922 
Reserve for contingent’s commissions. ..... 2,500 
Reserves for premiums in rate litigation: 
no 93 Se Eee $37,580 
es he. i A ee 1,200 
10,500 
2,144 
51,424 
ME i as eared hace tail asia lara ace ae $5,867,636 
Statutory deposit.......... $200,000 
DROINIO 5 6c oo se iacecesas oo wiace oes 1,113,680 
Surplus as regards policy- 
WOUNORD weiss ocneteun css —__-_— 1,313,680 
WA cc sah keaee ekki ye ekeese ; $7,181,316 


FINANCIALe STATEMENT SHOWING CAPITAL 
UNDER SECTION 27, NEW YORK INSURANCE 
LAW AS OF JUNE 30, 1927 


ASSETS 
Bonds deposited with state 
officers for the benefit of all Par Market 
U. S. policyholders: Value Value 
Supt. of Ins., New York.... $200,000 $100,000 
SUNS. OF PG, OR « 6:6 0-6 :0:020-0 100,000 104,000 
Vested in and held by the 
U. S. Trustee: 
Bonds and stocks.......... $5,940,017 $6,092,814 
OANA cc sec cainuaxaseiies 136,670 
Total Capital Assets. ....6.sccccces $6,542,484 
LIABILITIES 
Net unpaid losses. ......... $838,405 
Reserve for loss ad,ustment 
CN 6 os + oa cease ees ks 20,000 
Unearned premium reserve. . 4,875,384 
Reserve for unpaid taxes... . 50,000 
Reserve for premiums in liti- 
WRIONN 2 og oix ona pk ero 51,424 
RPOMS. 5 oy hose <a se 29,922 
Reserve for contingent com- 
OE sbi 204-55 ois cine 2,500 
Credit balances due to com- 
panies and agents........ 96,369 
5,964,006 
DOOUUEIORS 5. occds eee 165,989 
5,789,016 
Total liabilities in the U. S. 
Capital under Section 27 of 
Gibe Tnnttrance WAW.. < « is0:0s.c0050 oais.0e'e 744,467 


Total (being gross assets shown above) $6,542,484 


REMITTANCES TO HOME OFFICE—1923 TO DATE 








Miscellane- 
ous Ex- 
penses Interest 
Year Cash Paid Coupons Total 
1923.... $100,000 $5,806 $69,113 $174,920 
Se 79 53,504 53,584 
EM esece  ~trginwle 63 5,553 5,616 
Pests.” ° Jeers 15 66,742 66,758 
ee 52 2,100 2,152 
Totals. $100,000 $6,017 $197,014 $303,031 
REMITTANCES FROM HOME OFFICE 
Miscellane- 
ous Ex- 
penses Interest 
Year Cash Paid Coupons Total 
ORs. cs eee «60 eee $2,825 $2,825 
1924.... $14,887 Naame 2,825 17,712 
1925.... i 1,412 3,412 
1926.... i. T  ¢ roe 380,471 
SMilvces. “Seeee 9 Wie | Sosa) on Groat 
Totals. $397,359 =... ss $7,062 $404,421 


Among the securities are the following for- 
eign issues: 


Book Par Market 
Value Value Value 
French Republic, Per- 
petuals 3% 450 ’ 
= ee .-.-. $77,235 $17,627 $ 10,041 
French Republic, ext 
al 8%, 1945......... 138,401 139,000 152,000 
French Republic, extern- 
al 744%, 1941....... 141,573 150,000 166,500 
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THE SPBCTATOR Thursday 
Drpucr Assets Not ADMITTED Midi R. R. foreign series, 
Agents’ balances representing 6%, 1960 1,525,000 
business written prior to oe ae nn Ce ae 53,375 61,000 48,800 
ise GES. 5. os, so0.60:0506" $59,746 Paris, Lyons and Med- 
Cash in hands of western iterranean R. R., 6% 
WORN: 5.6. bs vc akvescic’« 16,129 WO is.i coae Gie.a0 gaeen 73,337 100,000 92,000 
Advances to F. S, James.... 3,488 
Reinsurance recoverable on sigs) oR erase rae $483,923 $467,617 $470,241 


This United States Branch has an excess of 
foreign bonds over the amount permitted by 
law, of $270,241.98. 

The company’s securities are grouped below 
by classes: 


Book Par Market 

Value Value Value 
Government bonds..... $1,854,010 $1,841,617 $1,946,841 
Municipal bonds....... 55,365 55,000 55,450 


Railroad bonds........ 2,700,692 3,035,000 2,985,720 


Public utility and indus- 





WBE DORAS:. 6 6-80.00 2% 970,377 987,500 1,010,812 
Railroad stocks........ 346,200 300,000 387,000 
Industrial stocks....... 24,166 30,900 30,390 

SEOUL «0:4, 8:40 05's $5,950,811 $6,250,017 $6,416,214 


The interest coupons remitted to the Home 
Office were on French bonds held in the United 
States, and those received from the Home 
Office were on Philippine bonds owned by the 
Home Office. 


ASSETS 


Bonds and Stocks. Schedule “A” attached 
hereto, shows the securities owned by the com- 
pany in detail. State deposits were verified by 
certificates from the officials responsible for 
them. All other securities were either examined 
on October 21, 1927, in the vaults of the 
Guaranty Trust Company of New York or ac- 
counted for through the records of the company. 
Market values were found by applying the cur- 
rent rates as of June 30, 1927, and the excess 
of market value over book value thus obtained, 
amounting to $465,403.14 has been allowed as a 
non ledger asset. In the capital statement, un- 
der Section 27 of the Insurance Law, the spe- 
cial deposit in Georgia was not allowed as an 
asset. As the company’s liability in that State, 
however, amounts to more than the deposit, full 
credit is given in the deductions from liabili- 
ties. 

Deposits in Trust Companies.—Schedule “B,” 
attached hereto, shows the cash in trust com- 
panies as of June 30, 1927. Certificates were ob- 
tained from the depositaries and reconciled with 
the company’s records. 

Cash in Hands of Western Department.— 
This sum is carried on the company’s books as 
part of the agents’ balances due from the West- 
ern Department. It has been deducted as a 
non-admitted asset because it is not in the name 
of the company. 

Net Balances Due from Agents and Com- 
panies—With the exception of the Western 
Department, agents’ balances were checked in 
detail. Credit balances and overdue balances 
on Western business were accepted as_ sub- 
mitted by the Western department. As the 
company’s general agent on the Pacific Coast, 
Fred S. James & Company (a California Cor- 
poration) is only responsible, under the con- 
tract with the company, for balances actually 
collected by the general agent, all Pacific Coast 
balances were set up as due from the sub agents, 
unless actually paid to Fred S. James & Com- 
pany, on June 30, 1927. The sum of $59,- 
746.29 was found to be the’ total amount of 
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agents’ balances three months or more over- 
due and has been deducted from the admited 
assets. 

Reinsurance Recoverable on Paid Losses.— 
This item was checked in detail. The sum of 
$2.66 deducted as a non-ledger asset was 
found to be due from unauthorized companies. 


Advances to Fred S. James.—From time to 
time the various companies under the manage- 
ment of Fred S. James advance sums to defray 
the administration expenses. The asset of $3,- 
488.37 carried in this report is the unexpended 
balance of a sum thus advanced, by the Urbaine, 
and is deducted from the admitted assets, fol- 
lowing our regular practice in this respect. 


LIABILITIES 


Unpaid Losses——The outstanding losses on 
direct business were checked in detail from the 
loss registers and detailed loss sheets received 
from the Chicago orice. The treaty losses in 
the office of Fester, & Fothergill and Hartung 
are not entered in registers but punched on cards. 
The sum total of treaty losses outstanding was 
checked by adding the monthly advices of 
losses from the ceding companies to the losses 
outstanding December 31, 1926 (which had 
been reconciled with the records of the order- 
ing companies), and eliminating estimates on 
losses paid up to June 30, 1927. 

This check showed that the company’s card 
records are, on the whole, accurate, and ap- 
parently a sufficient reserve was carried. The 
reduction of the loss liability as shown in this 
report arises through the savings effected on 
losses outstanding as of June 30, 1927, and 
paid subsequently to that date. As well as 
could be determined from an examination of 
direct losses all just claims appear to be set- 
tled promptly. 

Unearned Premiums.—The unearned pre- 
miums were partly computed by the company 
on the annual basis and partly estimated. The 
reserve carried in this report was figured on 
the monthly basis, wherever possible. In treaty 
business where it was difficult to apply monthly 
fractions, the calculations were on the yearly 
basis. The following table shows the premiums 
in force, and the reserve thereon, as of June 
30, 1927: 


ALL CLASSES COMBINED 
Premiums Unearned 





Term in Force Premiums 
SSP ee Pe re Or eer ore c $3,140,041 $1,655,216 
PO Ee ee ree rere tere rr 71,057 45,240 
EE eS Cee 4,170,710 2,313,236 
OI, or 5.4 5 cto Comoe oak P aa wee 56,641 28,830 
SES «55 soa pre 30s Dawe aewae es oag 1,482,823 821,789 
NN OE os occa oiniga a tae waesle 16,763 11,072 

IR ss aia ecxesod cores wae $8,938,038 $4,875,384 


The reserve as carried in this report is con- 
sidered sufficient. 

Unpaid Taxes.—The majority of the treaties 
from which the Urbaine derives the greater part 
of its income, provide for refunding taxes to the 
Urbaine. The taxes paid to the State of New 
York under Section 187 of the Tax Law were 
audited for the past five years and have been 
more fully treated in a special letter to the 
Superintendent of Insurance. The liability car- 
ried in this report was calculated on a net 
basis, taking into consideration the reimburse- 


ment clauses of the various treaties. 

Unpaid Bills—This item consists of accounts 
due and unpaid as of June 30, 1927, including 
the administration expenses in the office of 
Fester, Fothergill and Hartung. 

Reserve for Contingent Commissions.—The 
amount carried in this report is an estimate 
based on a study of previous years, and is 
thought to be sufficient to cover any liability 
existing as of June 30, 1927. 


RESERVE FOR PREMIUMS IN LITIGATION 

Missouri—Fire insurance companies doing 
business in the State of Missouri were ordered 
to reduce their rates in that State as of Novem- 
ber 15, 1922. The Supreme Court of Missouri 
in May, 1926, sustained the order of the Super 
intendent of Insurance of Missouri, and un- 
less the decision is reversed on appeal to the 
United States Supreme Court, the companies 
will be liable for return premiums amounting 
to between $7,000,000.00 and $8,000,000.00. A 
contingent reserve of $37,580.00 is included in 
this report as a liability to cover this company’s 
proportion thereof without prejudice to the in- 
terests of the companies. In computing the lia- 
bility due credit has been given for Missouri 
premiums carried as a liability in the reserve 
for unearned premiums and for commissions en 
treaty business. 

Kentucky.—In April, 1927, the companies in- 
creased their rates on certain fire risks in the 
State of Kentucky without the consent of the 
Superintendent of Insurance. The matter is 
now in dispute and the increase in rate is ac- 
cordingly shown as a liability until the con- 
troversy is settled. 

Kansas.—The company has never carried a 
liability for premiums in dispute in Kansas, as 
it did not enter that State until 1925. Never- 
theless, it must reimburse its treaty companies, 
should the case be decided favorably to the 
State and the liability set up herein was cal- 
culated with that fact in mind. Allowance has 
been made for commissions to treaty companies 
in computing the reserve. 

Wisconsin—On August 1, 1922, Commis- 
sioner Whitman ordered the companies to re- 
duce rates on certain tornado and fire risks. 
The case is now before the Supreme Court of 
Wisconsin and the premiums in dispute are ac- 
cordingly carried in this report as a liability. 
The amount shown is an estimate based on the 
company’s records. 


UNDERWRITING AND INVESTMENT RESULTS 

The following is a condensed statement of un- 
derwriting and investment results for the pe- 
riod from December 31, 1922, the date of the 
last examination, to June 30, 1927, on the form 
adopted by the National Convention of Insur- 
ance Commissioners: 


UNDERWRITING 


PROMUtIS COSNOD sasies 62 05:00 80 $20,606,494 
Loss incurred.......... $13,479,905 
Underwriting expenses.. 8,810,526 
Other underwriting loss.. 36,297 
22,326,728 
———— $1,720, 234 
INVESTMENTS 
Interest and rents earned.......... $1,198,337 
Sale or maturity of securities: 
Gross losses......... $86,913 
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Gross profits......... 72,585 
—— 14,327 
$1,184,009 
Increase in investment values...... 344,013 
—————. $1,528,023 
Investment expenses............. 29,11 
Gain from investment expenses. ...——————— $1, 498,905 
Net loss from underwriting andinvestments.... $221,328 
MISCELLANEOUS 
Remittances from Home Office..... $406,223 
Remittances to Home Office....... 304,253 
Se 101,969 
Do ee re Peer $119,359 
The surplus shown in the report as of December 
ea Se WRN Go dR ES da vices ch dedawaneens $1,433,039 
Surplus shown in this report...............+. 1,315,680 
TINO ie ck cciccddecddeciedadasnaaas teaades $119,359 


MANAGER’S POWERS 


Prior to 1924 the Home Office Charter did 
not permit its United States Branch to trans- 
act other than fire and lightning insurance, but 
in that year it was amended so as to cover in 
addition explosion, aircraft, windstorm, tor- 
nado, cyclone, sprinkler leakage, riot and civil 
commotion. The United States manager’s con- 
tract should have been correspondingly amended 
at the same time, but was not. The records and 
correspondence with the home office indicate that 
the entire operations conducted by the United 
States manager have the approval of the home 
office, but it would nevertheless seem advisable 
to have the aforesaid manager’s contract 
amended in this respect. 

Respectfully submited, 
THEODORE BANTA, Examiner. 


A History of Reinsurance 
In celebration of its completion of 50 years 
of service in the reinsurance world, The Ster- 
ling Offices, Ltd., reinsurance brokers of Lon- 
don, England, with a branch office in New York, 
has issued a handsome book entitled A His- 
tory of Reinsurance With Sidelights on Insur- 
ance. The five principal chapters relate to the 
origins of insurance, the beginning of reinsur- 
ance, the development of the treaty, reinsur- 
ance as a separate business, and reinsurance 
brokers. There is also a chronological record 
of “Some Milestones in the Development of 
Insurance and Reinsurance,” and there are 
numerous appendices, presenting reproductions 
of old documents, including policies and rein- 
surance treaties, etc. There is also a copious 
index. This book is an excellent addition to 

the records of the insurance business. 


Central Bureau to Include Side Lines 


Uncollected earned premiums for the side 
lines of fire and marine insurance companies 
are to be reported to the Central Bureau, ac- 
cording to an order recently issued by James 
A. Beha, Superintendent of Insurance of New 
York. The order is effective April 1, 1928, by 
which time Manager Benjamin R. Mowry will 
supply special blank forms. 


William J. Wood, 2nd., former secretary 
of the Sylvania Fire Insurance Company of 
Philadelphia, Penna., is now with the Cam- 
den Fire Insurance Company of New Jersey 
in charge of its automobile department. 
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R t Fire C H i 
H. C. Edmundson, who has been a State general manager of the Independent Bond- He will be succeeded by Everhard P. Smith, 


agent and adjuster for the Niagara Fire In- 
surance Company of New York in Minnesota 
and North Dakota, has been called to the 
home office of the company to assume the 
superintendenency of agencies. He will as- 
sist Vice-President William L. Steele and 
Secretary J. H. Macfarlane in the admin- 
istration of the Western department busi- 
ness. J. Victor Herd, who has also been in 
the field for the Niagara, has been called to 
the home office as superintendent of agen- 
cies assisting Marine Secretary Jones, who 
handles the automobile business. 


Laurence G. Sherman has joined the ad- 
vertising staff of the Hartford Fire Insurance 
Company of Hartford, Conn. Mr. Sher- 
man has been with the Life Insurance Sales 
Research Bureau and the A®tna Insurance 
Company. He is a frequent contributor to 
Advertising and Selling and other journals. 

Carl G. Whipple, who was formerly gen- 
eral agent for the Union Insurance Com- 
pany- of Canton, has become managing un- 
derwriter of the Improved Risk Mutuals, at 
the New York office. The Improved Risk 
Mutual are a group composed of 14 com- 
panies. 


John R. Shields, secretary of the National 
Guaranty Fire Insurance Company of New- 
ark, N. J., has been elected vice-president and 
general manager of that company as well as 


ing and Casualty Company, the National 
Guaranty’s casualty running mate. 


Allen B. Doty has resigned as secretary 
of the National Union Fire Insurance Com- 
pany and the National Union Indemnity 
Company of Pittsburgh, Penna. Mr. Doty 
has been in charge of the accounting and 
statistical departments of these companies 
for the past two years. 


Alexander MacDonald is the new Canadian 
manager for the Royal Exchange of London, 
succeeding Arthur Barry who retired on a 
pension. Mr. MacDonald has been a mem- 
ber of the executive staff at the company’s 
head office in London for several years. 


Charles H. Remington, who was formerly 
vice-president of the Automobile Insurance 
Company along with the other affiliated 
companies of the A®tna Life in Hartford, 
Conn., is now president of the American 
Patent Protection Corporation of New York. 

Preston T. Kelsey has retired as United 
States manager of the Sun Insurance Office 
of London and as president of the Patriotic 
Fire Insurance Company of America. 


J. R. H. Hall, secretary of the United 
States branch of the Norwich Union Fire 
Insurance Company of England, has retired 
after 35 vears of service with the company. 
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now accountant. 





The Pavonia Fire Insurance Company of 
Jersey City, N. J., formerly known as the 
Colonial Fire, will be ready for business 
early in the new year, according to James F. 
Pershing, president. 


William F. Watson, formerly assistant 
manager of the Western department of the 
Etna In surance Company of Hartford, has 
now become connected with the Stuyvesant 
Fire Insurance Company of New York at its 
home office. He will act in an executive un- 
derwriting capacity. 


A. Clifford Shinkle has been elected presi- 
dent of the Cincinnati Equitable Fire Insur- 
ance Company, succeeding Major Frank J. 
Jones, who ded recently. Mr. Shinkle is 
prominent in Cincinnati business and finan- 
cial circles and up to a short time ago was 
chairman of the board of the Central Trust 
Company there. 


Norman F. Kimball has been appointed ad 
vertising manager of the American La- 
France and Foamite Corporation, a combina- 
tion of the American La-France Fire Engine 
Company and the Foamite-Childs Corpora- 
tion. Mr. Kimball is a fire protection 
engineer of note, he having been connected 
with the Underwriters Laboratories for sev- 
eral years. 
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MARINE CONSTRUCTIONS 
Perryman Burns Coal Co. vs. Northwestern 
Fire and Marine 
223 New York Supplement 559 

Where, under a contract of sale, certain 
coal was to be delivered at specific piers, 
title passes to buyer when coal is delivered 
at the piers and loaded on board buyer’s 
vessel, and the seller, thereafter, has no in- 
surable interest in the coal. 

The plaintiff, herein, sold a large amount of 
coal to a coal company, said coal being con- 
signed to the Undercliff Piers, where it was to 
be loaded on the buyer’s barge. Plaintiff de- 
livered about 488 tons of coal at the piers, where 
it was loaded on the barge. Three days after 
the barge was loaded, she pulled up at the buy- 
er’s coal yard in a leaking condition. The cap- 
tain pumped her out and went ashore leaving 
the barge unattended for a period of two hours. 
On his return, he pumped her out again and at 
about 2 o’clock of the following morning he 
heard water running and found that the boat 
had settled and water was coming in. The barge 
Jater sank to the bottom. 

The coal was insured by the plaintiff, with 
the defendant company, at the buyer’s expense, 
under a blanket policy, which insured the plain- 
tiff against loss sustained by perils of the sea 
and covered all shipments on barge or barges 
of coal consigned to plaintiff or to others for 
plaintiff’s account and in which it may have an 
insurable interest. Amongst the excepted cov- 
erages were losses arising in consequence of 
carelessness in loading or by reason of the 
lighter being unduly laden. The policy also 
provides that the vessel, when loaded, shall at 
all times have a competent watchman on board. 
Under the policy provisions, furthermore, it 
vas the assured’s duty to report to defendant 
each and every shipment as soon as it had 
knowledge thereof, but in no case to exceed 72 
hours. 

The seller now sues the insurance company 
on the policy and it disclaims liability on the 
ground that (1) the plaintiff had no insurable 
interest in the coal at the time of the accident; 
(2) that report of the shipment had not been 
made in compliance with the policy require- 
ments; (3) that the loss was not occasioned by 
a peril of the sea; (4) that the barge was over- 
laden; and (5) that the vessel did not have a 
competent watchman on board at all times. 

In directing a verdict for the defendant, dis- 


missing the complaint, the presiding judge 
treated the above defenses in the following 
language: “Under the contract, delivery of the 


coal was to be made at the Undercliff Piers. It 
was so made, being there loaded on the barge of 
the buyer and consigned to it. When so de- 
livered, title passed to the buyer. Under the 
law the place of delivery is the place for in- 
spection, and the duty rested upon the buyer, if 
it desired to inspect the coal before acceptance, 


to examine the same before it was laden on the 
barge. 

“Plaintiff claims, however, that it was under 
a contractual obligation to insure the coal and 
that this gave it an insurable interest in the coal. 
Under the contract between the parties, the 
obligation was on the buyer to pay to plaintiff 
seller the insurance and freight on the coal; 
but this was clearly to the time and place of 
delivery to it and not thereafter. The evidence 
established that plaintiff knew of the shipment 
on November 22, but did not report same to the 
defendant until about noon on November 26. 
The clause covering notice here applicable is the 
one contained in the rider, which provides that 
‘the assured agree to report to this company 
each and every shipment as soon as they have 
knowledge thereof, but in no case exceeding 72 
hours.’ 

“Notice was not given to the defendant within 
this time limitation. It appears, however, that 
when the report was given to defendant it de- 
clined to receive the same until plaintiff war- 
ranted that conditions with respect to loading 
and reporting had been complied with, where- 
upon plaintiff made such warranty, and de- 
fendant’s agent thereupon accepted the notice 
of shipment, indorsing thereon. ‘Warranted 
policy conditions as to loading and reporting 
complied with.’ It is evident that this indorse- 
ment is merely a notice of the representations 
made by plaintiff as to the timeliness of the no- 
tice, and that it can by no means be held to be 
a waiver of defendant of the necessity of com- 
pliance by plaintiff with the policy requirements. 

“The remaining questions relate to whether 
the loss was occasioned by causes exempted 
from the coverage of the policy. The testimony 
established that the barge in which the coal was 
conveyed was 29 years old. Her proper load 
when new was shown not to exceed 450 tons. 
She apparently had never carried more than 450 
tons, her loads usually being from 400 to 450 
tons. On her arrival at the pier in Gowanus 
Canal she was leaking. The captain testified he 
pumped her out and then went home to get his 
supper, being gone about two hours. On his re- 
turn he noticed she had taken in more water. 
At about 2 o’clock the following morning he 
heard water running into the boat, and found 
that she had settled in the water at her stern 
and that water was coming into her very fast. 
She gradually settled upon the bottom. There 
was no unusual weather nor extraordinary tidal 
conditions. It was contended by plaintiff that 
the barge grounded prior to the sinking, and that 
this caused her to subsequently sink, but the evi- 
dence did not establish such fact. 

“From the foregoing it seems evident, and I 
so find, that the sinking of the vessel was due 
to her unseaworthy condition, and also by rea- 
son of the fact that she was overladen, which 
overloading strained her seams and caused her 
to leak and thereafter sink. 
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WHAT THE RECENT CASES HOLD 

Where, by mutual mistake, and inadvertance 
the vendee’s name, instead of the vendor’s name, 
was inserted in the policy of fire insurance as 
the assured, the defense, to an action by the 
vendor to reform the policy and recover for 
the loss, that the fire was wilfully started by 
the vendee with intent to defraud, is improper 
so long as the vendee was not a party to the 
suit. (Kohn vs. Fire Association of Philadel- 
phia, Supreme Court of Minnesota, October 28, 
1927.) 

* kK * 

Under a clause in a fire policy issued to the 
owner of realty for the benefit of the mort- 
gagee providing that the mortgagee shall pay 
the premium on demand, the mortgagee could 
refuse to pay the premium, not being obligated 
to pay, and allow cancellation, such clause being 
held to be a “condition” and not a “contract.” 
(Metropolitan Life Ins. Co. vs. Olmsted Co., 
Ohio Court of Appeals, 8th Dist., October 3, 
1927.) 

© * + 

In Oregon, equitable title plus actual posses- 
sion of the property insured is sufficient to sus- 
tain a policy attacked on the ground, that with- 
in the meaning of the policy sole and uncondi- 
tional ownership was lacking. (Pacific States 
Fire Ins. Co. vs. Rowan Motor Co., Oregon Su- 
preme Court, 2nd Department, October 25, 


1927.) 
a 


Books of account were properly admitted in 
evidence, where the entries therein were made 
from various data furnished by agents of both 
plaintiff and defendants who were unavailable as 
witnesses and where the bookkeepers, who were 
also agents for both parties, testified that the 
entries were correctly made. (St. Paul Fire 
and Marine Ins. Co. vs. American Food Prod- 
ucts Co, U. S. C. C. A., 8th Circuit, Novem- 
ber 7, 1927.) 


* * * 


Stock fire insurance companies are entitled to 
charge such premium rates as will yield them 
a fair return upon the present value of their 
capital used and useful in the insurance busi- 
ness, allocated to the State of the rate in ques- 
tion upon a consideration of all the insurance 
business transacted by them elsewhere. A®tna 
Ins. Co. vs. Travis, Kansas Supreme Court, 
November 7, 1927.) 

*x* * * 

In an action to recover for loss by fire to 
plaintiff’s attomobile, evidence of} plaintiff's 
good character is admissible where the defend- 
ant charged the assured plaintiff with having 
destroyed his own car by setting fire to it, as 
he was being charged with the crime of arson. 
(McCann vs. Reliance Automobile Indemnity 
Exchange, App. Ct. Illinois, 2nd District, Sep- 
tember 29, 1927.) 
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peedy Plate Glass Replacements 


When plate glass breaks it must be replacedinahurry. Delay 
in fixing broken display windows means a falling off in the mer- 
chant’s sales—reduced profits. 














Replacement activities of The Metropolitan Casualty Insurance Company 
in the field of plate glass insurance extend back more than half a century. Dur- 
ing that time the Company has paid more than $8,000,000.00 in claims under 
its plate glass policies. 


Our extensive dealing with glaziers in all parts of the country means that Metro 
agents can assure speedy replacements to “Good Faith” 
policyholders. 


THE METROPOLITAN CASUALTY 
INSURANCE CO. OF NEW YORK 


J. SCOFIELD ROWE, President 
Home Office, 55 Fifth Avenue 





CHARTERED 1874 





























A NEW BOOK A NEW BOOK 


INSURANCE TRUSTS 


By C. Alison Scully 


Vice-President and Trust Officer National Bank of Commerce in New York 











Here is a book you need. It deals clearly, comprehensively and instructively with the most significant and out- 
standing topic in the fields of trust service and life insurance. 

Vice-president and trust officer of the Nationai Bank of Commerce in New York, the author is also a member of 
the Bar in that city and Philadelphia; he is an expert on trust agreements; and he not only knows his subject, but 
understands how to convey his knowledge to you so that you will remember and profit by it. 


Life insurance agents, brokers, general agents and company executives should have this book. In addition, it is 
of practical value to officers of banks and trust companies, attorneys and those business and professional men who 
require compact, definite and reliable information on trust agreements. As a textbook, INSURANCE TRUSTS is ex- 
pecially suitable for universities, colleges, financial and banking courses and life insurance schools. Policyholders 
too will find it useful in planning the disposition of estates. 

Get this new book. It describes the making and operation of Trust established by policyholders for tne handling 
of proceeds of their life insurance with bank and trust companies as Trustees. It discusses and explains funded and 


unfunded trusts, advantages of insurance trusts, mutual interests of insurance company and trustee, legal aspect of 
insurance trusts, duties of life underwriters and all phases of the question. gg trust forms are included, both 
n 


revocabie and irrevocable. Your copy of Insurance Trusts, (the price is only $3), should be ordered now from 


THE SPECTATOR COMPANY 


Sole Selling Agents 
CHICAGO NEW YORK 
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W. E. SNYDER SELECTED 





Becomes a Vice-President of Central 
West Casualty 





WILL HEAD FIDELITY AND SURETY 
DEPARTMENT 





Organization of Company’s New Division 
to Be in His Care 

William E. Snyder, formerly superintendent 
of the surety department of the Columbia Cas- 
ualty Company, will join the Central West Cas- 
ualty Company, Detroit, on January 16 to or- 
ganize and take charge of that organization’s 
fidelity and surety department. Notice of the 
formation of this new division of the Central 
West Casualty appeared in THe Spectator for 
December 8. Announcement of the selection of 
Mr. Snyder, who is to have the title of fourth 
vice-president, was made by President Hal H. 
Smith of the Central West. 

Vice-President Snyder has had an exceptional 
experience in the fidelity and surety field. Six 
and one-half years ago he went with the Co 
lumbia Casualty Company to assist in the or- 
ganization and the development of its fidelity 
and surety department and has remained with 
that company until now. 

Mr. Snyder’s experience dates back to 1909 
when he went with the National Surety at its 
home office and stayed with them for a period 
of four years, serving in various branches of 
the business. In 1913 he joined the Globe In- 
demnity Company’s bonding department where 
he also stayed four years, having served in sev- 
eral departments. In 1917 he assumed charge 
of the bonding department of the brokerage 
branch of the United States Fidelity and Guar- 
anty and, in the latter part of 1918, he again 
took up his duties with the National, covering 
Eastern Pennsylvania, being associated with a 
general agency in that territory. In January, 
1920, he returned to New York and joined the 
London and Lancashire Indemnity Company 
where he became superintendent of their fidel- 
ity and surety department. He left that com- 
pany in July of 1921 to take up his duties with 
the Columbia Casualty. He has handled all 
phases of underwriting, field development and 
claim adjustment work in fidelity and surety 
business and has had 18 years of experience. 


Expansion Plans of Manufacturers 
Casualty 

The Manufacturers Casualty Insurance Com- 
pany, Philadelphia, has been admitted to the 
States of Illinois and Kentucky. This is in 
keeping with the organization’s determination 
to expand its facilities, following the recom- 
mendation by the directors that the capital of 
the company be increased from $1,000,000 to $2,- 
000,000. This recommendation will be voted 


on by the stockholders on January 30 as already 
announced in these columns. It is understood 
that the company will not issue the new stock 
just now. The authorized capital of the Manu- 
facturers Casualty has stood at $1,000,000 for 
some time, but only the first $500,000 of this 
had been issued. The second $500,000 has been 
paid in from time to time and the authorization 
of $1,000,000 is now practically fulfilled. For 
this reason the new increase of from $1,000,000 
to $2,000,000 will not be issued at once as in 
reality the company had just completed an in- 
crease of from $500,000 to $1,000,000. 


DEATH OF W. L. McNEILL 
President of Massachusets Accident Passes 
Away 
William L. McNeill, president of the Massa- 
chusets Accident Company of Boston, died at 
his home in Winchester last week at the age 
of sixty-one. Mr. McNeill had headed the or- 
ganization since 1908 when it was incorporated 
as a stock company. He first became connected 
with it in 1884 when it was an assessment com- 
pany called the Massachusets Mutual Accident 
Association. He is survived by a daughter and 
two sons; George W., who is vice-president 
and general manager of the company; and 
Walter L., who is assistant secretary and assist- 

ant manager of its commercial department. 

Mr. McNeill, who was the son of George E. 
McNeill who founded the company in 1883, 
had been a prominent figure in civic affairs 
and fraternal matters as well as in the insurance 
business. Despite the fact that he had been 
ill for some time prior to his death, he had 
shown signs of rallying and his passing came 
as a surprise. 


Business Men’s Assurance to Have Super- 
visors’ Meeting 

The Business Men’s Assurance Company, 
Kansas City, has decided to abandon its regular 
annual sales convention which, in the past, has 
been held early in January of each year, and 
in its stead to have a meeting of leading field- 
men in July or August at some summer resort. 

Instead of the annual convention there will 
be larger and more extensive sectional meetings 
than formerly. 

There will, however, be a meeting of the 
company’s branch office supervisors in Kansas 
City on Wednesday and Thursday, January 
4 and 5. 


American Surety’s Quarterly Dividend 

A five per cent quarterly dividend, with two 
per cent extra, on the stock of the American 
Surety Company, New York, for the quarter 
ending December 31, 1927, was declared to-day 
at the board of trustees’ meeting. The dividend 
is payable on December 31 to stockholders of 
record on December 24. 
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CHARGES DENIED 


Michigan Reciprocal Contends No 
Actual Business Was Accepted 








DEPARTMENT ACTION IMPROBABLE 





Licensing of International Insurance Ex- 
change May Be Contested by Other 
Carriers 
LaNnsiInG, Micu., December 27.—Charges 
made to the department by other carriers to the 
effect that the International Insurance Ex- 
change, an embryonic Detroit reciprocal backed 
by a group of fur-farm executives, had been 
writing automobile and general fire business 
without authorization, were denied this week 
when Allen Campbell, attorney for the ex- 
change organization, visited the department of- 
fices.. It was the reciprocal representative’s 
contention that no actual business had been ac- 
cepted although he admitted that the Exchange 
had gone ahead with its organization plans to 
perhaps too advanced a point without consulting 
the department and making application for a 

license. 

Although it is improbable now that the de- 
partment will prefer charges against anyone 
connected with the reciprocal, it is expected 
that there will be a strenuous fight by other 
carriers against the granting of a certificate 
of authority to the Exchange unless a number 
of radical changes are made. The name adopted, 
as an instance, is objectionable to several un- 
derwriting organizations, the “International” 
part of it being considered both misleading and 
conflicting with the titles of other carriers, 
while its abbreviation makes it easy to confuse 
this name with the Inter-Insurance Exchange 
of the Detroit Automobile Club. 

It has also been claimed that the new recipro- 
cal copied all of its forms directly from those 
utilized by the auto club exchange and this 
fact will probably form a basis for protest. 
Literature broadcast by the Exchange organiza- 
tion in which it is claimed that a large amount 
of insurance has already been written may also 
come in for criticism or formal charges. The 
plans of the “at cost” carrier to write both 
auto and general fire business must also be 
abandoned if a license is ever to be issued, as 
the State laws do not permit a single carrier to 
handle both of these lines. 


Merchants Indemnity Forming 


The Merchants Indemnity Corporation of 
New York is being formed in that city. In- 
corporators of the new venture are Edward L. 
3allard, Walter F. Brady, Robert H. Breninger, 
William B. Carter, Bertram Cutler, William 
B. Dessner, Joseph L. Leffson, F. J. Shepard, 
Stephen C. Millett, Alfred A. Moser, A. C. 
Noble, George F. Warch and G. A. Ziemen. 
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TO CELEBRATE ANNIVERSARY 
Root & Boyd Have Been Agency Firm for 
75 Years 
The agency firm of Root & Boyd, of Water- 
bury and Watertown, Conn., will celebrate its 
seventy-fifth anniversary on January 31, 1928. 
This prominent organization was originally or- 
ganized as Hall & Smith and has been in the 
insurance business since 1853 in Waterbury, 
the Watertown office being added to make 
possible that degree of service which has been 

the ideal actuating the firm. 

Some of the best-known insurance men in 
the business have been trained in the Root & 
Boyd organization. W. R. Gilman, a partner 
in the firm, in conversation with a representa- 
tive of THE SPECTATOR, pointed out that E. G. 
Snow, late president of the Home Insurance 
Company, started his insurance career in what 
is now the Root & Boyd office. The agency 
handles all lines of insurance, assigning a 
specialist to each branch, and has built up a 
very substantial volume of writings. 


Selects Program Committee Members of 
International Claim Association 

Louis L. Graham, chief adjuster of the Busi- 
ness Mens Assurance Company and president 
of the International Claim Association, has se- 
lected those who will serve on the program com- 
mittee of the Association for the coming year. 
These men are David N. Case, chief adjuster 
of the Travelers, chairman; Thomas F. Hickey, 
superintendent of claims, Metropolitan Life; 
S. F. Hill, secretary of claims department, Can- 
ada Life; L. E. Brown, assistant to vice-presi- 
dent, Continental Casualty, and Mell W.. Hob- 
art, secretary, Ministers Casualty Union. The 
place of the next annual meeting has not yet 
been selected but it will probably be somewhere 
in the Eastern part of the country. 


New Jersey Orders Interstate Buses to 
Carry Liability Insurance 

The Public Utilities Commission of New Jer- 
sey has ordered interstate buses operating with- 
in its jurisdiction to carry not less than $5000 
of automobile liability insurance. The mandate 
places the interstate carriers of this kind in the 
same class with buses operating in New Jer- 
sey and gives their owners until January 15 to 
file a prescribed form showing that the order 
has been complied with. Safety measures re- 
garding the doors, aisles and length of ve- 
hicles were also ruled on by the Commission. 


National Surety Appoints General Agent 
at Raleigh 

The National Surety Company, New York, 
has announced the appointment as a new gen- 
eral agent at Raleigh, N. C., of the Thos. 
Adickes Agency, one of the large surety pro- 
ducers of the State. Thomas W. Adickes, head 
of the agency, is a native South Carolinian. 
After graduation from school he was curator 
of the State museum. Then for six years he 
was in the life insurance field as district agent 
and agency manager for the Equitable Life As- 
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surance Society. For the past two years he 
has been in the general insurance business in 
Raleigh, building up an excellent volume in 
surety and casualty lines. In this he had the 
assistance of Ernest P. Hough. 


Calls Organization Number “‘Excellent’’ 

Writing with reference to the annual Or- 
ganization Number of THe Specrator, Hon. T. 
M. Baldwin, Jr., Superintendent of Insurance 
of the District of Columbia, says: 
_I have before me a copy of your excellent 
Organization Number of THe Spectator, and 
desire to state that I have certainly enjoyed 
this edition very much. 

The reading matter is worth while and only 
goes to show the progressive spirit of THE 
SPECTATOR organiaztion. 


New York Indemnity Appointments 

The New York Indemnity Company has an- 
nounced the appointment of the following gen- 
eral agents: H. B. Rodehaver, general agent 
for casualty and surety business at Sacramento, 
Calif., and Alexander E. Phillips, general agent 
for casualty and surety business, at Washington, 
Ds &, 


W. O. Randall Goes With Eagle Indemnity 

W. O. Randall has joined the Eagle Indem- 
nity Company, New York, as manager of the 
metropolitan bonding department in that city. 
Mr. Randall succeeds E. M. Carmack who re- 
signed on account of ill health and who has 
gone South for a rest. 











PRESTIGE 


HE man who represents the F & D enjoys the distinc- 
tion of being affiliated with the “pioneer” surety 


organization of the country. 


During the years immediately following its organization in 
1890, the F & D waged an aggressive campaign for Govern- 
mental recognition of corporate suretyship on the bonds 
generally required from Federal appointees and other 


public officials. 


In August, 1894, the F & D’s campaign finally bore fruit 
in the passage of an act by Congress, authorizing the ac- 
ceptance of corporate surety on all bonds furnished to the 


Government. 


Similar laws were subsequently enacted 


n rapid succession by the various states. 


It was the F & D’s campaign, more than anything else, 
that aroused the public’s interest in corporate surety and 
paved the way for the future development of the business. 
Thus, it may truthfully be said, that the F & D laid the 
foundation upon which the present great structure of cor- 
porate suretyship has been reared to success. 


FIDELITY AND DEPOSIT COMPANY 
of Maryland 


BALTIMORE 
FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


“Spectalization Means Service” 


Baltimore, Md. 











Production Department 
FIDELITY & DEPOSIT COMPANY 


If you are not already adequately repre- 
sented in this territory I will 
have full information regarding an 
agency connection with your Company. 
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AGAINST DISCRIMINATION 


New York Superintendent Rules on 
Plate Glass Question 








DECISION FOLLOWS HEARING 





Bad Features of Experience Katizg Plan 
Ordered Out 


The experience rating plan as put into effect 

p gs p I 
on plate glass insurance business has been held 
to be productive of discrimination in a state- 
ment just rendered by James A. Beha, superin- 
tendent of insurance of New York. It will be 
recalled, as reported in THE SpecraTor recently, 
that a hearing was held before Mr. Beha follow- 
ing allegations, on the part of one of the insur- 
ance department examiners, that the plate glass 
experience rating plan. was responsible for 
discrimination. The hearing was attended by 
members of the National Bureau of Casualty 
& Surety Underwriters’ plate glass division and 
the W. F. Moore Plate Glass Bureau. The 
former argued in favor of the plan and the latter 
against it. Superintendent Beha reserving de- 
cision in order to give the National Bureau time 
in which to file a brief in support of the plan. 
Mr. Beha now rules against the discrimination 
found to exist and, in his finding, says: 

A hearing having been held before me on 
December 2, 1927, pursuant to and in accordance 
with the provisions of Sections 141 and 141b of 
the insurance law, and ; 

It having been made to appear to my satis- 
faction that the application of the “Plate Glass 
Experience Rating Plan” as filed with this de- 
partment by the National Bureau of Casualty 
and Surety Underwriters and W. F. Moore in 
behalf of their respective members or subscrib- 
ers results in an unfair discrimination between 
risks within this State of essentially the same 
hazards. : 2 

Therefore the National Bureau of Casualty 
and Surety Underwriters and W. F. Moore and 
their respective members and subscribers are 
hereby ordered to remove forthwith the unfair 
discrimination resulting from the application of 
such plate glass experience rating plan, the re- 
moval of such unfair discriminations, however, 
not to be made by increasing the rates on any 
risk or class of risks affected by this order un- 
less it is made to appear to my satisfaction that 
such increase is justifiable. 


Republic Casualty Reinsures Mutuals 

The Bankers Mutual Automobile Insurance 
Company of Fort Wayne, Ind., was one of the 
companies purchased in a series of reinsurances 
recently consummated by the Republic Casualty 
of Pittsburgh. It had a premium income of 
about $150,000 a year. 

The policyholders of the Bankers company 
met in Fort Wayne on November 30 to ratify 
the sale. 

E. N. Cook, president of the Bankers Mu- 
tualand Elmer Lohmann, treasurer, will become 
affiliated with the Republic Casualty and Surety 
in an official capacity. 

The Republic Casualty reinsures all of the 
business of the Bankers Mutual and also takes 
over its assets and assumes all the liabilities. 

The Hoosier Mutual Insurance Company of 
Princeton, Ind., was also taken over. 

S. R. Cunningham, president of the Hoosier 
Mutual, and W. H. Reinhart, secretary of the 


company, will enter the official family of the 
Republic Casualty. 


Lone Star Health and Accident Gets 
Charter 

Austin, TEx., December 27.—Charter of the 
Lone Star Health and Accident Insurance Com- 
pany of Forth Worth, a mutual concern with- 
out capital stock, was approved by the attorney 
general’s department and license granted by the 
department of insurance. The incorporators 
include: I. B. Broyles, J. K. Barnes, R. A. 
Stuart and M. P. Brown, all of Fort Worth. 

An amendment to the charter of the Great 
American Mutual Insurance Company, of 
Wichita Falls,, changing its name to Great 
American Health and Accident Insurance Com- 
pany, and changing headquarters to Dallas, was 
also approved by the attorney general’s depart- 
ment, and license granted by the department of 
insurance. 


New Amsterdam Casualty to Increase 
Dividend 

Stock of the New Amsterdam Casualty Com- 
pany, Baltimore, reached 79, the highest it has 
ever attained, last week. According to a state- 
ment by J. Arthur Nelson, president of the com- 
pany, a new dividend increase will take place. 
President Nelson said: 

Next February the dividend on our stock will 
be increased from the present 27 per cent rate 
to 28 per cent. The yield then based on the 
current quotation of 79 for the stock will be 
slightly better than 3% per cent. This is a 
higher yield than many similar issues afford and 
I believe this fact has impressed buyers. 


Metropolitan Casualty Expressing Novel 
Appreciation of Employees’ Services 
President J. Scofield Rowe of the Metropoli- 

tan Casualty Insurance Company, New York, 

is expressing the season’s greetings to the em- 
ployees of the organiaztion by giving them the 
opportunity to subscribe to any one of a num- 
ber of selected magazines and periodicals. The 
gift is being made o those in the home office, 
in the downtown New York city branch, the 
Brooklyn, New York, branch and the Newark, 
N. J., division. 





A square deal—regardless of cost. 


Both to agents and the assured. 


Big men at the helm of the Repub- 
lic, who realize that straight shoot- 
ing is the only enduring foundation 
for permanent success. 


Correspondence solicited. 





PITTS BURGELIRA 


JOS. W. WARD 
President and General Manager 
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GLOBE INDEMNITY’S GREAT 
PROGRESS 
New Booklet Commemorates Company’s 
Fifteen Years of Business 

The remarkable record of growth of the Globe 
Indemnity Company, Newark—a record practi- 
cally unsurpassed in the history of the casualty 
and surety business—is now fittingly commemo- 
rated in a booklet, entitled “After Fifteen 
Years,” which has just been published by that 
organization. The volume contains an intro- 
duction by Thomas C. Moffatt, former presi- 
dent of the National Association of Insurance 
Agents, and one who has been associated with 
the company for eleven years, during eight of 
which he has been general agent in Newark, 
and a postcript by A. Duncan Reid, president 
of the Globe Indemnity. 

The contents of the booklet paint an accu- 
rate and admirable picture of the company 
which, in fifteen years, has been able to make 
an underwriting profit of 2.5 per cent on pre- 
miums of $144,466,558 and which has built up 
its writings to a total of more than $21,500,000 
in 1926. The assets of the Globe Indemnity, 
at the close of 1926, aggregated more than $32,- 
000,000 and the soundness of its progress may 
be observed from the fact that this item, in 1911, 
was less than $2,000,000. When the company 
began operations on September 5, 1911, there 
were two employees, Mr. Reid, then general 
manager and secretary, and his secretary. To- 
day the Globe Indemnity’s family numbers 
1485 employees whose activities extend practi- 
cally all over the country. m 

The fifteenth anniversary booklet tells an in- 
teresting story of the company’s inception, its 
connections, its mode of operations, the aims 
for which it is striving and the motives and 
men that underlie its phenomenal success. A 
chapter is devoted to a clear and comprehen- 
sible explanation of its financial showing and 
the whole compilation is embellished with photo- 
graphs of officers, department heads, home-of- 
fice buildings and comparative charts indica- 
tive of the prominent part the company has 
played in American insurance development. 


DEATH OF W. S. PATTEN 


Secretary-Treasurer of Excess Insurance 
Company Had Notable Career 

William S. Patten, secretary and treasurer 
of the Excess Insurance Company, Newark, who 
died recently, had a notable business career. 
He graduated from Harvard University in the 
class of 1895 and later joined the Boston con- 
tracting firm of Holbrook, Cabot & Rollins, 
becoming its secretary and treasurer and remain- 
ing in that post until 1921 except for a period 
of war service during which he won the British 
Military Cross. Mr. Patten was also, subse- 
quently, connected with the Boston agency of 
Robert A. Boit & Company. 

Mr. Paten had joined the Excess Insurance 
Company at the time of its inception in 1926 
and was one of those whose activities were 
largely responsible for the successful launching 
of the company. His successor in the organiza- 
tion has not yet been chosen. 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Con- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 














Where strength, service and value 
are determining factors, Continen- 
tal should rightly be the first 
thought and the final answer. 


CONTINENTAL CASUALTY CO. 


H. G. B. ALEXANDER, President 
CHICAGO 


Casualty Insurance Surety Bonds 





Address Home Office For Agency Connection 
oz F[AMPTON ROADS 
FIRE «» MARINE 
Insurance Company 
NORFOLK, VA. 
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Chairman of the Board Presiden 
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FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE CO. 


of New York 


LINCOLN FIRE INSURANCE COMPANY 


of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 








115 BROAD ST., HARTFORD, CONN. 


Great American 
Insurance Company 


Choose Choose 
< NewYork x 
Company INCORPORATED - 1872 Compeny 


STATEMENT JANUARY 1. 1927 


$12,500,.000.00 


ERVE FOR ALL OTHER LIABILITIES 


23.110,445.67 


NET SURPLUS 


17.628, 138.96 
53.238,584.63 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$30, 128,138.96 


LOSSES PAID POLICY HOLDERS 


$185,174,967.15 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, IIL. 
Cc. R. STREET, Vice-President 


PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Gal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wnw. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
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Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non-prorating and non-cancellable features— 

by a second to none claim paying reputation. 

To real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 

360 North Michigan Ave., Chicago, Illinois 





























COLORED RISKS 


Brokers and others having Surplus business to place 
will find Prompt and Efficient Service Given by 


NORTHEASTERN LIFE INSURANCE COMPANY 
HOME OFFICE: NEWARK, N. J. 
7 Nelson Place—Phone Mulberry 1822 





Capital $100,000 


Participating 
Disability 


Double Indemnity 
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QUESTIONS RATE RAISE 


Michigan Department Wants Explan- 
ation of Auto Schedule 








LETTER TO CONFERENCE COMPANIES 





Commissioner Says Experience Data in 
State Shows Satisfactory Loss Ratio 
LaNsING, Micu., December 27.—Automobile- 

writing companies operating in Michigan have 

been asked by the State insurance department 
to explain why public liability rates are to be 
advanced, if the increase recently announced 
through the press is to be effective in Michigan. 

The department contends that the automobile 
liability business written in this State over a 
period of years has cost the companies a loss 
ratio of only about 44 per cent and it is the 
attitude of department officials that such an 
experience should prove profitable to any prop- 
erly managed carrier. 

The following letter has been dispatched by 
Horace B. Corell, deputy commissioner, to all 
companies using conference rates: 

From the insurance journals, I learn that 
automobile liability rates in Michigan are to 
be increased by 16.6 per cent. In view of rec- 
ords of the companies doing business in the 
State of Michigan, I am writing to inquire if 
such reports are true and how you justify this 
raise from the records of liability insurance 
companies operating in Michigan. 

Department officials realize, of course, that 
the 16.6 per cent increase mentioned as an aver- 
age for the nation as a whole may not apply to 
Michigan but the intimation of any boost in 
rates here is sufficient to call forth such a re- 
quest for information, it is contended. If the 
companies are able to show justification it is 
improbable that the department will place any 
barrier in the way of higher rates but if the 
various carriers’ replies do not prove satisfac- 
tory it is expected by Michigan insurance men 
that further action of some sort will be forth- 


coming, despite the admitted fact that the de- 
partment has no direct control over automobile 
rates because of a lack of laws on the subject. 

Commissioner Livingston, in analyzing the 
situation, pointed out that a 44 per cent loss 
ratio, if unaffected by other factors, should cer- 
tainly be satisfactory to the companies. He 
glimpsed the possibility, however, that liability 
business may entail a greater expense from liti- 
gation than other types of coverage. The com- 
panies, he pointed out, are undoubtedly forced 
to defend many actions based on claims which 
have little, if any, foundation in equity. This 
factor may explain, in part, the alleged neces- 
sity for a higher rate, he said, but it hardly 
seems probable that so large an increase would 
be necessary unless the companies planned to 
divert a large part of Michigan premiums 
toward paying losses in other States where 
experience has been much less fortunate. 

It is rather generally admitted that few large 
liability claims have been sustained against the 
companies operating in this State. One siz- 
able judgment was rendered recently in a Flint 
case but judgments in general have shown no 
general trend upward in this State, it is claimed, 
while the accident rate has actually diminished 
in many parts of the State due to safety cam- 
paigns or more adequate means of handling 
traffic. Michigan recently removed its speed 
limit in putting on its statute books the Hoover 
traffic code but conditions on the highways are 
believed to have improved, if there has been 
any change since the adoption of the new law. 
Governmental agencies, from the governor down 
to the local constables, have shown a disposition 
to enforce the new law and to bring out its 
safety features and nullify the bad psycho- 
logical effect of removing the speed barrier. 

A determined drive to check reckless automo- 
bilists by dealing strictly with offending and 
enforcing major penalties is to be made by 
officials. 
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Digest of Workmen’s Compensation Laws 

The tenth edition of Digest of Workmens 
Compensation Laws in the United States and 
Territories, with Annotations, revised to Decem- 
ber 1, 1927, and compiled by F. Robertson 
Jones, has been issued. This book contains 
analyses of the compensation laws of the vari- 
ous States, with special lists showing where 
compensation is compulsory, where it is elective, 
where there are no compensation laws, where 
insurance, security or proof of responsibility is 
required, States having State funds, and how 
they are administered. There is also a list of 
Federal decisions on constitutional and other 
questions, and a second which takes up each 
State individually in relation to some forty dif- 
ferent phases of workmen’s compensation laws. 
These references include digests of the statutes 
and citations of decisions. Another chapter 
deals with longshoremen and harbor workers, 
and still another covers workmen’s compensa- 
tion commissions, industrial accident boards, 
supervising officials, etc. There is also an in- 
dex. The price of this valuable work is $7, 
and it can be ordered from The Spectator Com- 


pany. 


W. M. Wolff Becomes Vice-President 

William M. Wolff, manager of the Milwau- 
kee branch of the Fidelity and Deposit Com- 
pany of Baltimore, has been made resident vice- 
president of the organization in the Wisconsin 
city. Mr. Wolff has been manager of the Mil- 
waukee branch since the company opened its 
office on August 2, 1915. 
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Statement as of 
December 31, 1926 


(Condensed from Statement of 
U. S. Treas. Dept.) 
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Fourteen YearsofSteadyGrowth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
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DEVELOPING THE AGENT 
A new threefold plan for 1927-28\in addition to 
Standard Educational Course and other helps. 


(1) Home Office instruction for qualified new 
agents. 


(2) Local meetings of officers and agents in 
all agencies. 


(3) National Educational Conference Septem- 
ber 4, 5, 6. 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
HARTFORD 
1846 Over 80 years in Business 1927 
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What’s Ahead? 
If the answer does not satisfy, learn the 
advantages of a contract with Fidelity. 


More than 36,000 direct leads a year 
from Head Office lead service. 


Fidelity is a low net-cost Company, 
operating in forty states. Full level 
net premium reserve basis. Over $350,- 
000,000 insurance in force — growing 
rapidly. 


Write for our booklet “What's Ahead?” 
The Fidelity Mutual Life Insurance Co. 
PHILADELPHIA 
Walter LeMar Talbot, President 











B¢4LTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents Aesiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. i 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 
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SECOND EDITION 


LIFE INSURANCE SIMPLY EXPLAINED 





By WILLIAM ALEXANDER 


Secretary of The Equitable Life Assurance Society 
of the U. S. 





Mr. Alexander has a nationwide reputation as a 
writer on Life Insurance, and speaks with author- 
ity. 

This, his latest book, will be useful to all classes 
of readers, and can be readily understood even by 
those who have had no previous knowledge of 
life insurance. 

It clearly explains the principles on which all 
sound. life insurance rests, and describes the many 
important services that it renders to the public. 
It will have special value for those who are com- 
prised in the following categories: 


Business men who ought to have some accu- 
rate knowledge about this most important 
industry. 


Men and women who have capital for invest- 
ment. 


Managers who are responsible for the train- 
ing of soliciting agents. 


Agents who wish to give their important 
clients some idea of the scope and value of 
life insurance, and the many ways in 
which it can be utilized. 


Banks, trust companies, writers, economists 
and philanthropists. 


Professors and teachers who are in charge 
of insurance classes. 


Public and private schools throughout the 
United States. 





CONTENTS 


I. A GENERAL SURVEY 
II. FouNnpDATION PRINCIPLES 
Ill. Tue Lire Insurance CompaNy 
IV. Scope anp VALUE oF Lire INSURANCE 
V. Services RenpereD By Lire INsuRANCE 





[N. B. To enhance the value of this book for 
classroom use, Frank L. Jones, formerly State 
Superintendent of Public Instruction in Indiana, 
has prepared a series of LESSoNns (with appropri- 
ate QUESTIONS) based on this volume as a textbook.] 


PRICES IN QUANTITIES 
Single copy....... $ 1.00 250 copies at 85c. .$212.50 
50 copies at 90c.... 45.00 500 copies at 80c.. 400.00 


N. B. Further reductions on orders for books for 
the use of schools, colleges and other educational bodies. 
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Supplying Needs: Debit Man’s Work 


By Wiiram C. Morton, Registrar, 


Life and Casualty Insurance Company of Tenneessee, Nashville 


is to make known and then supply the 

needs of his policyholders. The debit 
man has many duties but they can all be classi- 
fied one way or another under the head of sup- 
plying needs. There can be no doubt about 
this. Absolutely none. The main thing for a 
debit man to learn, is how to detect needs and 
then how to show the people that they really 
need what he has detected. The successful 
debit man will show how his line of insurance 
is especially adapted to the needs of those he 
is attempting to serve. And it should always 
be borne in mind that there are many needs 
that exist that are really unknown. Or at least 
it may be said that they are unknown so far 
as seeking any solution for them is concerned. 
And we are correct in affirming that people do 
not know they have needs unless they are mak- 
ing an effort to supply and gratify them. The 
debit man who is awake will use all of his 
spare time devising ways and means of solving 
the needs that have been uncovered. In other 
words, he will show that he is wide awake by 
presenting a solution. It does me no good for 
a man to say that I have a certain need unless 
he shows me how I can supply that need. When 
I have a need pointed out to me, the fellow who 
points it out should be just as much interested 
and show me a solution whereby I can meet it. 
That is my type of friendship. And an analy- 
sis of the needs always precedes the presenta- 
tion of the solution for the needs. And this 
not only applies to ordinary life insurance but 
to industrial insurance as well. The industrial 
class of policyholders have needs just as the 
higher class people do except they are for 
smaller amounts. And in solving them, they 
should be solved from an industrial standpoint 
rather than from the standpoint of ordinary 
insurance. To say the least of it, every one 
has insurance needs, and it only behooves the 
agent to discover them and show how they 
may be solved. That is the real function of 
the debit man, and not collecting. 

We will now give a little thought to the pres- 
entation of the needs that have been detected 
because it is the presentation of the need that 
must show the result of supplying the need. 
And I know of no better way of starting off 
than to say this: When this result has been 
fully determined upon, it then becomes a pur- 
pose. And there must be a specific purpose to 
everything we do or else what we do will not 
have any conclusion that shows any thought to 


C ERTAINLY the function of a debit man 


it. Men without purpose accomplish just what 
they start out to accomplish and that is nothing. 
It takes purpose and planning to win. The debit 
man must have purpose before he will ever be 
able to inspire his prospects to have the same. 
We can not inspire others to have something 
that we do not ourselves possess. Just bear that 
in mind. If we would have others enthusiastic 
about our business, we must be so enthusiastic 
that it is really “catching.” And we must be so 
dead in earnest in our presentation of the 
needs that we have discovered that it will 
immediately cause our prospects to begin to 
form within their own inner consciences that 
purpose which has determination to achieve 
that purpose. That is good advice as agents 
with purpose will testify. But we must show 
to our prospects how the supplying of the need 
we have detected will show a result that they 
wish to attain and when we have done that, 
we need have no fear about the purpose be- 
cause the purpose will take care of itself. 
And when the subject of a purpose arises in 
our minds, we must not become alarmed and 
wonder what it is because almost any school 
boy can tell you what a purpose is. And the 
most accepted description of purpose from the 
debit man’s point of view is this: It is nothing 
more than a clearly defined want. Remember 
that as we proceed with the discussion. A 
clearly defined want. I would have you bear 
this line of thinking in mind, in order that it 
may be a little clearer to you: A need exists— 
it is detected—presented forcefully—purpose is 
formed—it is fully defined—clearly so—a want 
therefore exists. And when we have gotten our 
policyholders to that point, we are making good 
progress and if careful, will “land the sale.” 
Get a person to wanting a thing and there is 
only one other thing to do and that is to get 
them to want it enough and the sale will be 
consummated. That is the master problem of 
all salesmanship—that little word “enough’— 
get your policyholders and prospects to the point 
where they want a thing badly enough and 
they will strive to fill the need. That is what 
all salesmen will tell you. There is the “rub.” 


I would like to impress upon you this fact: 
The realization of any purpose or the supply- 
ing of any need or want will of necessity have 
its obstacles or difficulties. And that is exactly 
where most people fail in any undertaking. They 
realize that they will have obstacles to overcome 
and before they ever meet them they have de- 
feated thmselvs by their own mental machinery 
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because they have decided in their own minds 
that they are unequal to the task and as a re- 
sult they fall because they have already fallen 
—mentally. No man is ever a failure until 
he acknowledges it and then it will be a 
mighty hard thing to make him anything else. 
“As a man thinks so is he” is sublime truth. But 
for the debit man, the best way to overcome 
the obstacles that present themselves to his 
policyholders and prospects is to get him to 
acknowledge them. Now that may seem a lit- 
tle strange in selling industrial insurance, but it 
is the very essence of simplicity itself. Get a 
man to acknowledge that he has a certain ob- 
stacle. Get him to say, “yes,” and he will do 
that. Keep him in that positive state of mind. 
When he has agreed that he has certain ob- 
stacles to overcome, then ask him this question: 
“You would like to know how you may over- 
come that, would you not?” If he is really 
sincere, he can only give you one answer and 
that is also “yes.” Get him in the habit of 
saying “yes” and you should be able to do this 
without much difficulty if you will just proceed 
as outlined. But here is the point: An ob- 
stacle acknowledged is nothing but a problem 
stated. And that is exactly where the agent 
must do his part. The prospect states the diffi- 
culty or has it stated to him and the agent 
should be ready and on the alert with a solution 
to the problem. Get your obstacles conceded. 
Then solve them. 

Every responsible person in the world has 
problems of some kind. And more than that 
the majority of the problems that we have can 
not be solved by ourselves. There are in fact, 
comparatively few problems that the individual 
is capable of solving by and of himself. And 
one of these problems is that of insurance. No 
man or his wife either is able to assume the risk 
of life and death by themselves alone. People 
should take insurance because they dare not 
go without it. That is precisely the reason 
that I take it. I dare not go without it. And 
it is a happy thought to me to be made to real- 
ize that opinion is gradually swinging in that 
direction. In the years that are not now far 
away, it will, I verily believe, be almost a mis- 
demeanor for any responsible individual to go 
without sufficient insurance protection. If the 
United States Government thought enough of 
the average soldier to allow him to take as 
much as ten thousand dollars life insurance, 
what do you think the private citizen should 
value his own life at? Speaking conservatively, 
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I am sure that he should not think of making 
it less than the Government values the lives of 
their soldiers at. But with every problem there 
is a solution both required and sought. Every 
problem requires a solution and every fellow 
who has any worth while problems should be 
seeking some kind of solution to them. Get 
them stated and actually get them to seeking ay 
solution and be a “minute man.” Have a solu- 
tion ready. Do not be the tail end of the thing 
either. Have the problem already solved and 
you can do this. You can do this because 
the problems that people have are usually com- 
mon to all humanity with some few slight 
changes. Get the common solution and you 
will be able to solve the average problem. And 
that is the very function of life insurance—is 
the solving of these problems. And there is 
not a single problem, of any kind, EF care not 
what, that can not be solved with insurance. 
And men will seek no service except for the 
result that it promises them. And a result 
may be a responsibility met or an intention 
carried out. And people are not interested in 
any function that will not assist in this result. 
Avoid side issues. 


Some of the obstacles that insurance needs 
will bring to light might be said, first of all, 
to the effect that they lack in dynamic power. 
And briefly, they lack this usual dynamic power 
for the following brief reasons, but to my way 
of thinking they present no insurmountable 
barrier. Not at all. But here they are: 

1. It is associated with the abhorrent idea of 
death. Bankers in the many years that have 
gone by have in many an advertisement used 
this admonition: “Begin to save now for the 
rainy day.” But I understand that now some 
wide-awake banker has started to advertise with 
this thought, “Begin to save now for the sun- 
shiny day.” As I see the problem, both ways 
should be used. Use them both. The thing 
that will appeal to one may not appeal to the 
other. Personally, when I associate insurance 
or savings either with death and rainy days, it 
makes me think of the time when I shall want 
to be prepared my very best. But all people are 
not alike. 

2. The event is considered so remote be- 
cause death is usually so indefinite. But there 
is absolutely nothing indefinite about death or 
any other of the misfortunes of life. They 
are the surest things I know of and certainly no 
respecter of persons. 

3. Present needs eclipse, impede or assume 
undue importance. People often think that the 
average agent is entirely too enthusiastic about 
the needs which he is trying to magnify but 
that is a mistake. They are not nearly so un- 
important as some prospects would make them 
appear. The present need should not of course 
be magnified to the detriment of the future, 
but all the stress that can be laid should be laid 
upon the importance of using the only time that 
we can really call our own. Teach your pros- 
pects one lesson if nothing else and that is this: 
Now is the time. Everybody has now but every- 
body may not be living to-morrow. And the 
man who is wise enough to make good use of 
the present will not let any problem or any- 


thing else assume any undue importance. It 
will merely give every duty an equal showing. 
Every problem must be met. 

4. Self-indulgence is in combat with self- 
denial. We are entirely too partial to the things 
that please us physically. We do not deny 
ourselves enough. Our desires are more or 
less transient and we do not give sufficient heed 
to the thinks that are more permanent and 
that mean more in the long run. We must 
teach people, as debit men, how to deny them- 
selves in order to meet present and future 
emergencies. Religion is not the only place 
where self-denial is a virtue. In the buying of 
life insurance, it is a very great virtue. Culti- 
vate it because insurance is the very essence of 
unselfishness. 


5. Ignorance of the fact that any need 
exists. It may seem like a strange statement 
to make but I am thoroughly convinced that 
this is one of the very hardest obstacles to 
overcome. People, in many cases, do not act- 
ually realize that certain needs exist and that 
there will be any number of contingent needs 
to be filled. Keep that thought in mind. An 
agent of my acquaintance, who is also an extra 
good agent in the ordinary department, saw a 
little statement in the paper to the effect that a 
certain firm was going to increase their capital 
stock or rather were going to increase the part- 
nership they then had and incorporate the busi- 
ness. The amount of money to be put into the 
business was almost doubled what it had for- 
merly been. This was only a little notice and 
did not attract very much attention but this 
particular agent was one who was quick to 
“sense” needs and he got the idea that here 
would be some new needs and some new risks 
that should be covered with life insurance. The 
two principal men were called upon, and 
strange as it may seem one of the directors of 
the newly formed institution was the general 
agent of a rival company. But this alert agent 
showed where a need existed—presented a so- 
lution—solved the problem and walked away 
with two fifty thousand dollar applications, from 
the two principal stockholders. A question exists 
here that should be answered: Why did not 
the general agent, who was also a director of 
the business, get this business? The only an- 
swer the agent gave me was this: The gen- 
eral agent of the rival company was simply 
too slow in showing his fellow business part- 
ners that these needs existed and that he was 
able to supply them. And it may be said to 
his credit that he congratulated the wide-awake 


agent for his alertness and extended him the © 


right hand of good luck and said that he was 
entitled to it because he had shown them how 
they might solve and meet their own problems. 
And that is the true and genuine sphere of in- 
surance and especially of industrial insurance. 
What may be said of these two large cases 
might also be said of two fifty cent per week 
policies because the needs might be almost 
identical. But the thought is this: The need 
exists and should be met. The only thing to 
do is to detect the need and then present the so- 
lution. Any obstacle not presented in this 


article can be overcome, regardless of what it is 
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because the function of insurance is to meet 
these needs. It can be done. It is being done. 


“Five Little Fingers’’ 
By Cuas. S. Ricketts 
No lawyer can draw a contract that has an 
equal grip 
Of five little fingers on Daddy’s home trip. 
No orator has ever painted words into a phrase 
That sounded as sweet as dear baby’s praise. 


Five little fingers will urge a man to his work 
From loyalty to these fingers he will never 
shirk. 
At times the world may seem a mess of grimy 
dust 
But for the five little fingers to work he just 
must. 


The owner of the tiny fingers to Mother breaks 
the news 
“Mama, Daddy’s come home with new clothes 
and new shoes, 
Dear Daddy remember me most every day 
He makes .me so happy all along life’s way. 


Listen! Some day dear Daddy will fail to 
come home 
Mama and the little fingers will be left all 
alone. 
There'll be no big finger by which baby is led 
Mama and little fingers will have to battle 
for bread. 


Now Daddy, buy some insurance to-day on 


your life 
Leave some protection for the little fingers 
and wife. 
For Mama and the little fingers you love so 
well 


Buy an insurance policy your devotion to 
tell. 


A policy for protection to wife and baby is 
just. 
It protects after your body’s into “dreamless 
dust.” 
While the sun shines is the time to make hay, 
Buy your policy now without further delay. 


Insurance is the preserver of your dearly loved 
home, 
It keeps the wolf from the door after Daddy’s 
long gone. 
In economic life it is one of the mainstays 
It brings comfort to wife and baby thru the 
long lonely days. 


Within the heart of every agent there’s a pa- 
triot thrill 
When Daddy signs on the dotted line with 
his own free will. 
For a policy for protection for the five fingers 
and wife, 
A nice check for “ten thousand” at the end 
of Daddy’s life. 
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postmaster, was on his way home from 
he office after an exceptionally trying 
day. He was tired, he walked with a bit of a 
stoop and his usually smiling face wore the 
slightest trace of a frown. , 
Jud Benson, Edgehill’s latest in the way of in- 
surance agents, was on his way to the post- 
office to mail his weekly report to his home 
office. The two met in the center of the 
square. 
“Hello, Mr. Dodwell,” greeted Jud with a 
smile, “done your Christmas shopping yet?” 
“No,” replied Dodwell, “I haven’t. The old 
lady will have to look after that this year. I’m 
too busy.” 
“Do you mean your Mother,” asked Jud. 
“Mother? No! the wife,” replied Dodwell 
feeling somewhat ashamed of his outburst. 
“Mr. Dodwell,” said Jud taking the other by 
the arm, “I don’t think you are quite yourself 
this evening. I wish you could come with me 
for an hour or two. I’d guarantee to cure you 
of this fit of the blues. You know blues are all 
out of season at this time of year. Will you 
come with me?” 


M R. DODWELL, Edgehill’s overworked 


“Thanks very much, Benson, but I’m afraid 
I’ll have to run along, you know the wife and 
kids will be expecting me for dinner.” 


“Now look here, Dodwell, your wife is just 
longing to have you call her upon the ’phone one 
of these days before Christmas to tell her you 
have an engagement in town and won't be 
home for dinner. She'll be awfully disappointed 
if you don’t.” 


About an Engine 


By Hersert P. BIcKLEY 


“T’ll do it!” exclaimed the p. m. after a pause. 

Ten minutes later Jud was piloting the cus- 
todian of the Mails down Main street in the 
direction of Beeds Department Store. They 
entered the store and Jud led his companion, 
unprotesting, to the toy department. 

Mr. Dodwell’s attention was first atracted by 
a little boy standing with his mother before a 
display of mechanical toys. He moved in that 
direction and was just in time to hear, “And 
won't Santa Claus bring me an engine, even 
if I ask him ever so nicely?”—“No darling, 
not this Christmas.” 

Now if the genial postmaster had a pet weak- 
ness it was children; and if he had a particular 
pet weakness it was his own children, and the 
thought suddenly struck him that perhaps his 
Bobbie would like that engine. 

It was a disastrous thought. From engines 
he went to dolls; from dolls to skates; from 
skates to all manner of toys that children love 
and from toys, encouraged by Jud’s presence, 
made his way to the lingerie department and 
bought a lot of those nice silk things which, as 
he explained to Jud, “the ‘little lady’ always 
longs for but. seldom buys.” 

By this time the p. m. had lost his stoop and 
his face shone. 

“Come on now, let’s eat,” said Jud as they 
finally regained the street. 

Over a tender steak in Jud’s bachelor apart- 
ment at the College Arms Hotel, Mr. Dodwell 
unburdened himself of a thought which had 
been bothering him for the last two hours. 

“Do you know, Benson,’ he asked, “why 


that kiddie in the store couldn’t have that en- 
gine this Christmas?” 

“Yes, I do, Mr. Dodwell. He is Sam Lar- 
mer’s litle boy and, as you know, poor Sam 
died of pneumonia last April. He left no prop- 
erty except a very smail life insurance policy 
which I sold him myself. He was dead set 
against insurance and told me he was only tak- 
ing the small policy because he liked me. I 
hated to let him have it on those conditions 
but I figured that it was protection for his wife 
and baby whether he took it to please me or 
not. I’m glad I did now, although I often 
think that if I had only persisted I could have 
made him understand. But that is why little 
Paul Larmer can’t have the engine this Christ- 
mas.” 

Christmas morning arrived in the Dodwell 
home, and mingled with the shrieks of the de- 
lighted youngsters were the smiles and tears 
of the “little lady.” “Isn’t it wonderful, you 
old darling?” she whispered to her husband, 
“I wonder if it will always be like this.” 

“Tt will, dear; it will,” said the Postmaster, 
“I arranged all that with Santa Claus the 
night I had dinner in town.” 

Then of course he had to tell her about the 
new policy. 

She didn’t say a word for a minute or two, 
then she put both her arms around his neck and 
said, “Billy, dear, you’re just the most wonder- 
ful man in the world.” He kissed her tenderly, 
for a great joy was in his heart. 

“Come on, little lady,” he said, huskily, “let’s 
show Bobbie how to start that engine.” 








LAPSES BY OCCUPATIONS 
Phoenix Mutual Compilation Shows Farm- 
ers and Salesmen Least Appreciative 

Lapse of life insurance policies is not only 
a major problem of the life insurance companies, 
involving excessive costs to them and to the 
prevention of which their best efforts are 
directed, but it constitutes as well one of the 
most flagrant forms of public waste, declared 
M. C. Terrill of the Phoenix Mutual Life In- 
surance Company, in giving out to-day a new 
compilation of lapse ratios, arranged by occu- 
pations of the insured. 

Fewer educational workers lapse their poli- 
cies, according to these figures, than do any 
other class of insured, their ratio being exactly 
one-half of that experienced as a whole. Pro- 
fessional men and women come next, with a 
ratio well under the average lapse. But office 
and bank employees and tradesmen rise a little 
over the average lapse; builders and their em- 
ployees, salesmen, and agriculturists were almost 
50 per cent greater than the average lapse. 

All business paid for in the year 1924 is taken 
as the basis for this compilation; thus, a period 
of high relative prosperity is involved. The 
figure named is the percentage of lapse to date 


of each particular occupation, as compared to 
the average lapse on the entire business writ- 
ten in 1924: 


Per Cent 
Educational workers... 61.0 side co nc.yiaze 50 
Brokesstosial sits ~ «os. < acins civcnisins ents 69 
Business and professional women..... 75 
PiGgiiess: THEN «oes oo od bos cae des 75 
Office and bank employees............ 112 
"TrAgeeNN. ~ ssc kcal cheese hR Cee cs 119 
Builders and employees............... 138 
Glen oo 4 ota oe dha Nass o Oia lew aed 144 
APCS ss vec ic wes ed bncasdl eke 144 


It is not claimed by Phoenix Mutual that 
these figures are representative for all com- 
panies; indeed, these are results in a group of 
policyholders chosen with exceptional care— 
a care insured by meticulous selection and ad- 
vanced training of salesmen and high standards 
of insurability. 

“I am at a loss to draw conclusions from 
these facts,’ Mr. Terrill declared “unless it is 
that the trained business and professional mind 
is quick to perceive that the equity values of a 
life insurance policy increase rapidly with the 
passage of time, and lapsation not only removes 
needed protection but carries with it, also, a 
definite money penalty. Likewise, it may be a 
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persistence of the outworn public notion that 
life insurance premium deposits are something 
that is being “paid,” instead of as a sum that 
is being regularly “invested” for the insured’s 
own benefit.” 


Western and Southern Items 

At the annual meeting of the Welfare Club 
of the Western and Southern Life Insurance 
Company the following officers were elected 
for 1928: John Molloy, president; Dean Henry, 
vice-president and chairman of entertainment 
commitee; Hilda Rosing, secretary, and Evy 
Nippert, treasurer. The company announced 
that it would contribute $100 for each of the 
four entertainments to be given next year. 

Superintendent A. Miroff has been transferred 
from the Chicago-Englewood District to the 
Chicago-Douglas Park District and is succeeded 
at the former office by Superintendent M. Gatt. 

A. R. Fogle has been appointed superintend- 
ent of the Kokomo District, succeeding W. L. 
Poston, who is now in charge of the Hammond 
District. 

The Western and Southern Life Insurance 
Company has insured the sixty-four members 
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of the senior class in the college of medicine, 
University of Cincinnati. These twenty-five- 
year endowment policies are the class’s gift to 
its college. 

An endowment fund board of trustees has 
been established to take charge of the insurance 
plan. These trustees are: Dr. A. C. Bach- 
meyer, dean of the medical college; Dr. Martin 
Fischer, professor of physiology, and Dr. Hiram 
B. Weiss, assistant professor of medicine, for 
the faculty, and William Brueggemann and 
Robert Rothenberg, for- the students. 

In 1953 the class expects to hold its twenty- 
fifth reunion and present to the college of medi- 
cine this endowment gift. 


Medical Insurance Examination 

A valuable work for those having to do with 
the examination and the acceptance or refusal 
of life insurance risks, and which is having 
considerable sale abroad, is that entitled Medical 
Insurance Examination; Modern Methods and 
Ratings of Lives, by Dr. J. Paterson Mac 
Laren, recently published by Balliaere, Tindall 
& Cox. The author has written this book 
from the viewpoint of making it valuable to 
company managers, both general and local, act- 
uaries, and all medical officers and examiners. 
It seeks to assess the amount of risk in the 
various diseases and disabilities, and to give 
guidance as to the manner in which they should 
be treated by various methods of loading. The 
principal divisions of the book relate to the 
following subjects: The Examination and 
Confidential Report; -Examination of the 
Lungs; Percussion of the Heart; Inspection 
and Palpation of the Heart; Auscultation of the 
Heart; Examination of the Pulse; The Sphyg- 
momanometer and Block Pressure ; Examination 
of the Abdomen and Pelvis; Examination of 
the Urine; Lung Affections; Underweight, 
Overweight and Build; Diseases of Heart and 
Blood-Vessels; High Blood Pressure; Alco- 
holism, Gout, and Apoplexy; Goitres; Albu- 
minuria; Diabetes MHellitus and Innocens; 
Syphilis; Nervo Diseases; Tropical Diseases 
and Parasites; Diseases of Abdomen and 
Pelvis, Amputations, etc.; Cancer; Diseases of 
Mouth, Ear, Throat, Nose, and Eye; Occupa- 
tion and Environment in Disease; Rating of 
Lives: Old and New Methods. There are 
also several appendices and a copious index. 
Medical Insurance Examination may be pro- 
cured through The Spectator Company at $5.75 
per copy. 


The Economics of Instalment Selling 

An analysis of the subject of instalment sales 
has been writen by Professor Edwin R. A. 
Seligman, LL.D., of Columbia University, and 
published by Harper & Brothers. It contains 
a vast amount of data bearing upon the sub- 
ject of instalment selling and shows that a 
large proportion of sales of certain commodi- 
ties, notably automobiles, furniture, and jew- 
elry, are made upon credit, some estimates of 
the percentage of instalment sales of automo- 
biles ranging as high as 76 per cent of passen- 
ger cars and 80 per cent of trucks. Professor 
Seligman’s survey is issued in two volumes. 
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HUGH HART’S ADDRESSES 
Speaks Before Two Groups of St. Louis 
Life Insurance Men 

In two of a series of addresses made during 
visits to Cincinnati, Louisville and St. Louis, 
Hugh D. Hart, vice-president of the Penn Mu- 
tual Life Insurance Company, appeared before 
the Life Underwriters Association of St. Louis, 
and the general agents and managers of the 
same city on December 21 and 22 respectively. 
Because of the eminent position which Mr. Hart 
holds in life insurance affairs, he was greeted 
by capacity audiences on both of those occa- 
sions, and his messages were received with 
enthusiastic approval. 

Speaking to the Underwriters Association, 
Mr. Hart commented amusingly upon the pres- 
ent-day tendency toward high-sounding names, 
such as “mortician” for undertaker ; “grocerian” 
for grocer; “toothician” for dentist; and the 
like; and he emphasized the fact that while 
the name “underwriter” as applied to modern 
life insurance men was a very proper appella- 
tion, no salesman should feel ashamed of the 
title of “life insurance agent.” 

Mr. Hart reviewed briefly some of the ob- 
stacles which the old-time agents had to con- 
tend with, but pointed out that because a sound 
idea will ultimately triumph even though it takes 
a long time to make the new idea part’ of the 
texture of a nation’s life, the pioneers of life 
insurance work, by persistent effort, had over- 
come the obstacles and succeeded in establishing 
the sound idea of life insurance as the founda- 
tion on which to-day rests the magnificent struc- 
ture that has been erected. He then traced the 
development of the acceptance of life insurance 
from the time when it was first conceived of as 
merely a fund to pay funeral and other last ex- 
penses of the deceased, through the steps of ad- 
justment funds and income, to the present time 
when life insurance serves every purpose both 
of proetction and the realization of man’s 
ambitions and ideals. 

Mr. Hart said in part, “The upward chart of 
sales is parallel with the upward chart of the 
line showing an expanding conception of the 
public to the uses of life insurance.” He pointed 
out a fundamental difference between the sale of 
life insurance and the sale of other commodi- 
ties: “When automobile sales slow up, the 
manufacturers bring out a new model which 


34 


has the effect of stimulating their sales. The 
actuaries long ago exhausted their ‘new models’ 
and we, therefore, cannot depend upon ideas of 
new policies for stimulating our sales but must 
go back to the old principle and enlarge the con- 
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The Verdict 


Your success as an underwriter de- 
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ception of the average man and woman of the 
uses of life insurance. This is the point where 
the old-fashioned agent who was a seller of poli- 
cies is being superseded by the modern under- 
writer who is a seller of a plan oi life insurance 
by which the enlarging conceptions of men and 
their ambitions may be attained through this 
great instrumentality.” 


Op AND NEw UNDERWRITER 


In summing up the difference between the 
old-fashioned agent and the new underwriter, 
Mr. Hart said that there were two principal 
points: “First, that the old agents sold policies 
and not a plan of life; and secondly, that the 
old agent had as the underlying motive of his 
selling process the idea that the prospect might 
avert a catastrophe. The modern underwriter 
takes a more optimistic and constructive view. 
His is not that a catastrophe may be averted 
but that men’s aims and ambitions may, through 
life insurance, be brought to completion.” 

In closing his address, Mr. Hart laid particu- 
lar stress on the responsibility which life insur- 
ance agents have in the general welfare of their 
companies. The modern underwriter is a man 
who sees that the risks are properly selected. 
The influence of medical selection of risks lasts 
only five years, and from the fifth year onward 
in the life of the policy the entire influence upon 
which the company must depend for its mor- 
tality experience ‘is the influence of the agent 
who presented the risk. The average life of a 
policy is sixteen and one-half years, and, there- 
fore, for eleven and one-half years from the 
time the medical influence disappears there pre- 
vails only the influence of the man who sold 
the policy. This imposes a burden of respon- 
sibility that is perhaps the greatest responsibil- 
ity that rests upon the shoulders of the under- 
writers. They are, in truth, the selectors of the 
mortality of their companies, and upon the out- 
come of the mortality depends, in the largest 
measure, the soundness or the unsoundness of 
the companies. Much more attention could be 
paid by the life underwriters not to records of 
premiums and business volume, but to the build- 
ing and preservation of the mortality records 
of the companies. 


New Year—New Homes 

Two new homes added to your debit each 
week will make 1928 a happy and prosperous 
year for you. 

It doesn’t require much effort to add two 
new homes per week. 

In a month you will have added eight addi- 
tional calls; an average of four people in each 
family means that you have thirty-two addi- 
tional clients. 

Keeping at it steadily for a year means that 
you have a hundred new homes, with over four 
hundred clients. 

And if you write enough business, ordinary 
and industrial, to supply the life insurance needs 
of four hundred people, you will have a busy 
and prosperous year. 

—Western and Southern Field News. 


“Why Life Insurance?” 





This brief essay by a Washington 
entry in @ prize essay contest conducted 
by the Atlantic Life Insurance Company, 
of Richmond, Va., won first prize ($500). 
2500 essays were submitted —TueE Epitor. 











Leonidas, at the Pass of Thermopylae, was 
unafraid with but 300 men, to oppose Xerxes, 
invader of Greece, at the head of 1,000,000 
Persians. 

—That’s courage. 

Nathan Hale, standing at the brink of death, 
expressed a regret that he had but one life to 
give to his country. 

—That’s patriotism. 

Thomas A. Edison, the wizard of electricity, 
by a strange invention, made a machine that 
would actually talk. 

—That’s genius. 


John D. Rockefeller, by a single stroke of 
a pen, can draw up a document worth millions 
of dollars. 

—That’s capital. 

Noah, without even a cloud in sight, built an 
enormous boat on dry land; but the rains 
descended, the flood came, and he, with his 
family, was saved. 

—That’s foresight. 

To scoff at disaster, is courageous; to pre- 
serve the home, the vital unit of the State, is 
patriotic; to devise a plan to meet the unex- 
pected with deliberate preparation, is genius; 
to make large payments from small ones, is 
capital; and to provide for posterity, so that 
children may not be broken in soul and body 
by toil, necessitated by reason of unforeseen 
and unprovided for circumstances, is foresight; 
and the name of the scheme, whereby it all 
may be done— 

—That’s Life Insurance. 





Three New Directors Elected by Bankers 
National Life Insurance Company 

At the annual meeting of the stockholders of 
the Bankers National Life Insurance Company 
of Jersey City, N. J., the following were elected 
directors: 

Stacey W. Wade, of Durham, N. C., vice- 
president of the Home Mortgage Company of 
Durham and formerly insurance commissioner 
of North Carolina; Earl D. Pillsbury, of Los 
Angeles and Chicago, president of the Public 
Finance and Thrift Company, a parent organi- 
zation nationally known through its 131 Wim- 
sett System companies in the United States, and 
Joseph W. Walt, of Los Angeles, president of 
the Union Automobile Insurance Company, the 
California Union Fire Insurance Company, and 
the Union Automobile Club of California. 


The Beacon Light 

The Beacon Light, by Murray Ketcham Kirk, a 
volume of verse, containing 46 poems, divided into three 
sections, “Of Patriotism’; “Of the Great Out of 
Doors” (Black Hills section); and “Of Life,” dedi- 
cated to the memory of Theodore Roosevelt, whose 
memorial is to be carved upon Mt. Rushmore, will be 
offered during the Christmas season by the Harold 
Vinal Publishing Company, 562 Fifth avenue, New 
York. This book, designed by the artist Robert 
Josephy, handsomely bound and suitable for a gift- 
book, is an appeal for a return to the Roosveltian 
code of loyalty, love of nature, and domestic stability. 
The cover design, drawn by the sculptor, Gutzon Borg- 
lum, will show, for the first time, the grouping of 
the historic figures upon the National Memorial as 
they will apepar when completed. 

This announcement is made for the enlightenment of 
those in insurance circles who have occasionally re 
quested information as to where they could obtain 
the poems of Murray Ketcham Kirk, not previously 
offered in book form. As the Christmas edition of 
this volume, which possibly will be prized later for 
its historical value, is limited, those interested should 
place their order now with the publishers. The book 
retails at $1.50. 


Organization Number 


The Spectator Company this week issued its 
annual Organization Number, very handsomely 
produced and not only interesting in its con- 
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tributed articles from various organization men 
but as a reference index of all the organiza- 
tions in the business.—IJnsurance Advocate. 


LaFayette Life Retires from Industrial 
Field 

The LaFayette Life Insurance Company, of 

Lumberton, N. C., has retired from the indus- 

trial insurance field, devoting its entire time 

from November 15, 1927, to the ordinary lines. 
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THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 


I. Introduction. . 


II. The Construction of New Mortality 
Tables by the Association of German 
Life Assurance Companies. 


III. Aggregate and Select Tables. Their 
Nature and Their Value in Practice. 


IV. Arrangement of the Tabulated. Func- 
tions for the Final Life Tables. 
V. Exposed to Risk and Deaths for Every 
Entry Age and Duration. 
VI. The Aggregate Life Table. Elementary 
and Monetary Functions 4 Per Cent. 


VII. The Select Life Table. Elementary and 
Monetary Functions 4 Per Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 





























GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Fonds 


28 SPRUCE ST. NEW YORK 








E. H. BURKE & COMPANY 
INSURANCE COUNSELORS AND ACTUARIES 
205-212 Old Colony Bullding 37 W. Van Buren Street 

Phone Harrison 2805 


Our servi ae arf ad fata wok nd 
insurance Annual statements prepared 











PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the 

old established publishing house of Charles & Edwin Layton of 
London, England, whose long list of publications on fire, life, 
marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

Sznp Ten Cent Stamp ror CaTALocug 
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HAPPY NEW YEAR 


EEP your New Year’s resolutions, rid your soul of its pollutions, 
K steady down to work and thought and better things; leave off the 
old bad habit, watch every chance and grab it; and you'll hear the 

old cash drawer’s ding-a-ling; you’ll make a lot more money if you'll cut 
out stuff that’s funny and settle down to work with lots of vim; yes, you’ll 
find your balance growing and you’ll make a better showing if you'll follow 
out the precepts in this hymn. Don’t fuss and growl and grumble, keep 
a-smiling every day and resolve that you won’t stumble o’er the mill-stones 
in your way; if you’ve got a burden—bear it—with a smile, not with a 
frown, and you'll soon find you can wear it, that it cannot pull you down’ 
We’ve all got our troubles, who hasn’t in this life, but they won’t come in 
doubles and we'll win out in the strife if we keep right on a-trying, doing 
just the best we can to tote fair in our dealings with every fellow man. You’ve 
got a splendid calling, one that ought to make you proud; you are offering 
protection to the humblest of the crowd; you are paying for some loss today 
another comes tomorrow; you are helping people on their way, relieving them 
of sorrow. A friend to all humanity, you fill a needed place; you stake some 
loser every day and keep him in the race. You pay a Doctor and a Nurse 
to mend some broken leg; you turn the victim out top-hole; he doesn’t 
have to beg. You put back a merchant’s store house, ruined from fire and 
from smoke; you set him up in business, if you didn’t, he’d go broke. You 
pay some little widow a Life Insurance Claim, that helps her raise her chil- 
dren, keep the home in her own name. No day finds us without a chance 
to do a deed worth while; let’s never overlook a bet, let’s do our work and 


smile. 


Written for 


THE SPECTATOR 
By Victor A. Smith 
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Do You Know 
This Man? 


He has character. He has ambition. 
He aspires to use his abilities to greater 
advantage. The broad coverage, rapid 
expansion, and liberal arrangements of 
the Missouri State Life Insurance Com- 
pany offer him an opportunity limited 
only by his own capacity. We can give 
the right man a profitable connection, 


and teach him how to make money. 


Give us his name and address and 


you will do both him and us a favor. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


Home Office, Saint Louis, Mo. 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1.000. $20; per 500, $12; per 100, $3. 

On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


CHICAGO OFFICE 
INSURANCE EXCHANGE 











WE WANT MEN in 
—men who are self- OHIO 
confident— pat en 
—men who are morally KEN 
dependable— MICHIGAN 
WEST VIRGINIA 

—men who are finan- PENNSYLVANIA 
cially responsible— TEXAS 
—men who are anxious OKLAHOMA 
to accomplish results— CALIFORNIA 
—men who are open to Partnership- ILLINOIS 
basis Agencies— IOWA 
LIFE HEALTH ACCIDENT ——————— 
THE OHIO STATE LIFE INSURANCE COMPANY Tell it allin the first 

Columbus, Ohio gees er — Time is 
Standard Sub-Standard Super-Standard — 

PERERA - 











GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 


Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address:ERNEST C. MILAIR, Vice President and Sec’y. 








ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, Founder 


Greatest Illinois Company 








KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 

















Another ATLANTIC Advantage! 


New Low Rates on 
Non-Participating Policies 
Effective January 1, 1928 


Atlantic Life Insurance Company 


Richmond, Virginia 
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Writing Casualty Insurance Prevent Lapses! Conserve Business! 
Fidelity and Surety Bonds Life insurance companies and agents may 


not be able personally to call on every policy- 
holder and urge that he keep his contracts in 
force, but they can send him one or all of 
these mailing messengers 

‘‘Which—?”’ 

‘‘Against This Opponent”’ 
‘‘When the Burden is Shifted”’ 
‘‘What Will Your Widow Be?”’ 


Each of the four leaflets is a convincing argument 
for the retention of life insurance policies. Each is 
strikingly illustrated with a specially-drawn cover 
that instantly conveys the idea that life insurance is a 
protection which should not be sacrificed under any 
circumstances. In each case the accompanying text 
is forceful and concise. 

WHICH—? is a leaflet that contrasts the position of 
the woman whose husband has left her adequate 
life insurance with that of the woman who must work 








to support herself. 

AGAINST THIS.OPPONENT shows that the only way 
to defeat Death is to carry full life insurance at all 
times. 

WHEN THE BURDEN IS SHIFTED points out that the | 





J V burden of life, at the death of the husband, is trans- 
ferred to the wife and that life insurance is the one 
Home Office: DAVENPORT, IOWA thing that will surely help her. 
Wuat WILL Your Wipow Be? asks the husband 
to consider whether his widow will be poverty’s slave, 
or will, because he kept his policies in force, enjoy 
financial freedom. 
Get, Now, As Many of These 
Leaflets As You Can Use, 
































Field Annuals 













































PRICES 
Single Copy, 15 cents 
50 Copies......... $ 2.75 1000 Copies....... $35 .00 
e bd 106 ‘Copies......... 5.00 5000 Copies....... 140 .00 
lnsu rance Di recto ries 500 Copies......... 20.00 10000 Copies....... 265 .00 
— THE SPECTATOR COMPANY 
” CHICAGO NEW YORK 
*Greater New York Tennessee 
+New York State North Carolina 
New Jersey South Caroline 
Kentucky Virginia 
Texas 











*City and Suburban. 
tExclusive of Greater New York. GRAND RAPIDS. 
MICH. : 





Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 






ie) 70) m9) 4. 
SHOWING ELABORATE DISPLAY, 





Many new features are included that will be foun 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 



























OPPORTUNITY! 


Desirable Territory Open for Gen- 
‘eral. Agencies. Liberal Contracts. . 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 
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FULL SET—NOW READY! 








American Men Mortality 
Premium and Reserve Tables 


AM®) 


VOLUME I. 
NET PREMIUMS 3 1, % 


Upon both full Level Premium and Illinois Stand- 
ard Bases, for seventy-five or more plans of annual- 
premium life, endowment and term insurance; also 
Single Premiums, Life and Endowment; Commuta- 
tion Columns; also supplementary tables of annual 
premiums on the New Jersey preliminary-term 
standard, for those plans and ages at which that 
standard requires higher reserves than regular 
Illinois Standard. 

For two and three joint lives (equal ages) Com- 
mutation Columns, Life Single Premiums, and 
annual premiums (both Full Level Premium and 
Illinois Standard) for. Whole Life, 20-Payment 
Life, and 20-Year Endowment Plans. 


VOLUME II. 
TERMINAL RESERVES 3 1/,% 


Full Level Premium Basis 


For all the annual-premium plans (single-life and 
joint-life) comprised in Volume I. 


VOLUME Ill 
TERMINAL RESERVES 31/,% 


Illinois Standard Basis 


For all the annual-premium plans (single-life and 
joint-life), including New Jersey Standard supple- 
ment, except term plans, comprised in Volume I. 

These volumes are clearly printed on a high 
grade of paper, and handsomely bound in a style 
similar to Illinois Standard Tables, compiled by 
the same authors. The methods of calculation 
are those which made Illinois Standard Tables 
a nearly errorless work. 

The three elaborate volumes have uniform, dur- 
able, morocco back and corners and attractive 
cloth sides, this substantial binding insuring long 
life of the book while being continuously used for 
reference purposes from day to day. No expense 
has been spared in cost of compilation, letter press, 
quality of paper and binding in the production 
of this EpITION DE LUXE of one of the greatest 
Actuarial Publications. The three books contain 
together about 800 pages, and the page measures 
734 x 10% inches. 


PRICES 


Single Volume, $60 
Set of Three Volumes, $150 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 





DISTRICT MANAGERS WANTED 


We have a few openings in West 
Virginia available to men who can 
qualify as organizers and personal 
producers. 

Direct Home Office contracts with 
top commissions and renewals. 
Openings at 
CHARLESTON HUNTINGTON 
CLARKSBURG WHEELING 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebe. 


ORGANIZED 1901 
Largest Organization of its Kind in America 








Insurance 
In Force 
Over 
$119,000,000 


Harry L. Seay, 
President 


Clarence E. Linz, 
V. P. & Treas. 


H. B. Seay, 
Vice Pres. 
P. N. Thevenet, 
V. P. & Secty. 


P. V. Montgomery, 











FULL SET—NOW READY! 








Wilmer L. Moore, President 


All policy contracts have been revised as to rates and values. 
Non-Participating plans become Participating at the end of twenty years. 
Now offering Participating as well as Non-Participating contracts. 
Juveniles from thirty days to sixteen years. 
Writing Sub-standard and issuing Double Indemnity and Disability. 
Available territory for men of character and ability. Address 
E. S. Albritton, Vice-President and Manager of Agencies 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 
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No. 7 


i The President, the Treasurer 





We are advertising to insurance 
company executives 
Ad No. 1 said: 


‘*Two Dollars for One—for Life 
Insurance Companies”’ 


Ad No. 2 said: 


“‘Fither it is true or it is not 
true’”’ 


Ad No. 3 said: 


‘Do Health Examinations Pay? 
They Do—100% Net Profit”’ 


Ad No. 4 said: 
‘Deathrate Reduced 18%"’ 


Ad No. 5 said: 


**Another Great Life Insurance 
Company Says So”’ 


Ad. No. 6 said: 


‘Forty-five Life Insurance 
Companies Investigated 
First—Then Acted”’ 





Guarantee Fund Life Assn. Omaha, Neb. 





25 West Forty-third St., 





and the Actuary 


HEORETICALLY, and for the most 
part actually, the life insurance com- 
pany president is held responsible by his 
policyholders for guidance. The Trea- 
surer is held responsible for investment. 
And the Actuary—for correct calcula- 
tions. 


Of course insurance men know that 
such primitive organization was out- 
grown many years ago. Nevertheless, in 
each company, policy, safety and correct 
calculation are the vital factors. 


The Life Extension Institute offers a. 
health-examination service which has the 
endorsement of presidents, treasurers and 
actuaries—a service which lengthens lives 
and reduces the operating expenses of 
insurance companies. Economies result- 
ing from prolonging lives are passed 
along to policyholders. 


Harold A. Ley, President 
Life Extension Institute, Inc. 


New York City, N. Y. 


The following companies offer the health examination 
of the Institute to their policyholders. 


American Insurance Union Columbus, O. Guaranty Life Davenport, Ia. Ohio State Life Columbus, Ohio 
Ancient Order United —— of oe eee Li a — — Ontario pune Life Senor anit ou. 
ewton, Kas. ome e e@ Kock, Arr. Oregon e land, e. 
Baltimore Life Déltimere, Md. Independent Life Nashville, Tenn. Penn Mutual Life Philadelphia, Pa. 
Berkshire Life Pittsfield, Mass. Inter-Southern Life Louisville, Ky. People’s Life Frankfort, Ind. 
California State Life Insurance Co Liberty Life of Illinois Chicago, Ill. Provident Life Bismarck, N. D. 
Sacramento, Calif. a Lif Oe tan ten Southeastern Life Greenville, S. C. 

: : : etropo e or 
cedar Rape Lite Codey Ronde ee Meat ESembers a — Seatherg Union Lite For Werth, Teo 
wanton: the ni D Moi =a : Midwest Life Lincoln, Neb. Union Central Cincinnati, Ohio 
Des Moines Life & Annuity es Moines, Ia. Missouri State Life St. Louis, Mo. Gulsed Lite & Accident -O 7 “ ry 
Dominion of Canada Guar. & Acc. Montreal Life Montreal, Canada jr any Sha -- ‘encord, = 
D Toronto, Can. Mutual Life of Canada Waterloo, Ont. olunteer 4 hattanooga, Tenn. 
Gem City Life Dayton, Ohio National Fidelity Life Kansas City, Mo. West Coast Life San Francisco, Calif. 
George Washington Life Charleston, W. Va. National Life & Acc. Nashville, Tenn. Western and Southern Life Cincinnati, O. 
Great Northern Life Chicago, Ill. Occidental Life of California Wisconsin Life Madison, Wis. 
Los Angeles, Calif. Wisconsin National Life Oshkosh, Wis. 
























































